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EVERYTHING IN 
POWER TRANSMISSION 
& SPECIAL EQUIPMENT 
































Medart is helping industry maintain a maximum level 
of production economy— by supplying Power Trans- 
mission and Special Equipment of all kinds— Engineered 
to fit the job— Built to maintain the Medart quality rep- 
utation . . . Now is the time to restore plant facilities 
— Now is the time to replace worn equipment—Now 
is the time to buy Medart... Engineering Service! 


V-BELT DRIVES eee 














More uniform drive results from proper belt tension 
and extreme flexibility. No vibration. Smoother opera- 
tion. Especially adapted to extremely short centers. 
Sheaves with any number of grooves. All pitch diame- 
ters. Complete stock of Condor V-Belts. 


Medart-Timken Self-Aligning Pillow Blocks... Ball and Socket 
Hanger Bearings ... Unit Mounting and Self-Aligning Unit 
Mountings . . . Flanged Bearings . . . Loose Pulleys ... All 
Timken Equipped. 


we Medart “Hercules” Pulleys incorporate steel spokes and steel 
rims as an integral part to meet conditions of high peripheral 
speeds, high torques and extremely rugged service. Straight, 
crown or tapered face. Also cast iron, iron center wood rim, 
split wood and special pulleys to meet your requirements. 


‘BUY FROM YOUR DISTRIBUTOR ¢e@e 
Medart equipment is sold through distributors in principal in- 
dustrial centers. They are equipped to give you “right-now”’ 
) service on any transmission need. 


THE MEDART COMPANY 
General Offices and Works: 3512 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati * Cleveland » New York + Philadelphia ‘ Buffalo * Chicago 
Pittsburgh » New Orleans * San Francisco * Denver * St. Paul » Charlotte * Birmingham *» Milwaukee 
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DISTRIBUTION FACTS 


This issue of Mill Supplies 
is devoted to a discus- 
sion of the economic 
movement of industrial 
supplies from producer 
to consumer. The facts 
presented are based on 
exhaustive studies which 
reveal the experiences 
of every interested fac- 
tor. It is our hope that 
this issue will stimulate 
thinking and action on 
the part of manufactur- 
ers, distributors and 
users to the end that in- 
dustrial distribution will 
be put on a sounder, 
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Contents Copyrighted, 1933, by Mill Supplies 


Volume 23 .. . Number 5 


Economical Industrial Distribution 21-64 


A thorough discussion of the movement of industrial 
ies and equipment from manufacturer to user 


Factors to Consider When Buying Industrial Supplies: 


Interest Charges, Warehousing Expenses, Transportation and 


es, Obsolescence and Depreciation and 


SECTION Il. 
The Industrial Distributor—Who He is and What His 


Functions Are 


SECTION Ill. 


How The Distributor's Salesman Aids Industrial Buyers 


SECTION IV. 


Why It Is Good Business for You to Buy from the Distributor 
—A Summary 


The Views of Industrial Leaders as to the Economic 








more economic basis aes 
Importance of the Distributor 
than ever before. 
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A Century of 
Dependable Service 
to Industry 


With the beginning of a new century in the business of the company and a new 





era in industrial progress, Brown & Sharpe repledges itself to the continuance 
of the highest standard of quality for its products that has made it a leader in 
supplying precision tool equipment to industry throughout the world. 


For the advantage of the buyer, Brown & Sharpe Tools, Cutters 
and Miscellaneous Shop Equipment are sold through well estab- 
lished industrial distributors. We recommend the purchase of 
our products from these distributors. 


BS Brown & Sharpe Mfg. Co., Providence, R. I., U. S. A. 4 


Brown & Sharpe Tools 


**World’s Standard of Accuracy’’ 
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In every language--Quality Tools 


In every language, in every land where metal is 
machined with modern tools “ARMSTRONG” 
and the Arm-and-Hammer are recognized as marks 
of the highest quality in cutting tools—tools for 
lathes, planers, slotters and shapers. So well known 
have become ARMSTRONG TOOL HOLDERS 
and the Armstrong Bros. Tool Co. as “The Tool 
Holder People” that letters from distant parts of 
the earth addressed only to “The Tool Holder 
People, U.S.A.” have been promptly delivered to 
this Chicago plant. So universally known is the 
Armstrong Trade Mark that tool users travelling 
in foreign lands, unable to speak their wants, have 
learned to purchase ARMSTRONG TOOL 
HOLDERS and TOOLS by pantomiming the uni- 
versally recognized trade-mark, the Arm-and- 
Hammer. 


Buy 
ARMSTRONG 
TOOLS from you 

Supply House 
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ARMSTRONG 
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In this universal recognition of the ARMSTRONG 
name and the Arm-and-Hammer lies an opportu- 
nity for profit for industrial distributors. In prom- 
inently displaying these signs and the tools so 
marked you not only establish the quality of the 
products you sell but are certain to attract new 
business—for each ARMSTRONG line has a 
large following that will not stand for substitution. 
ARMSTRONG Lines are profitable too in that 
they are complete lines (need no fill-ins), because 
they sell each other, are continuously advertised, 
are guaranteed, . . . because prices are protected 
. . . because they give satisfaction and build busi- 
ness. It is an adage among the trade, “You will 
never get stuck on an ARMSTRONG line.” 


ARMSTRONG BROS. TOOL CO. 


‘¢‘The Tool Holder People’’ 
305 N. Francisco Ave., CHICAGO, U. S. A. 


London Branch: ARMSTRONG BROS. TOOL CO., LTD. 


“The Toot Hocorer Peore" 







Y% Ss. A. 


ARMSTRONG 


Tool Holders 
Lathe Dogs 
“C” Clamps 
High Speed Steel Bits 
Armide Cutters 
Drop Forged Wrenches 
Ratchet Drills 
Machine Shop Specialty 


ARMSTIANG BROS. 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 
Pipe Wrenches and Tongs 


Write for 
Catalog 
B.27 


ARMSTRONG TOOL HOLDERS Are Used In Over 96% of the Machine Shops and Tool Rooms 
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Tus very thing is taking place today in dozens of the 
plants you serve. Inefficient piping is eating the heart 
out of manufacturers’ profits and there’s only one way 
to stop it—and it’s up to you. 

Old pipe must be replaced—not with any kind of 
pipe but with the right kind, and if severe corrosion is 
a problem in any particular service the best advice you 
can give to your customers is—try Toncan Iron. Your 
recommendation will do two things—build good will 
for your house and increase your profits. 


These are the facts you should use to sell Toncan 
Iron. It is made of refined iron alloyed with copper 
and molybdenum. It is surpassed, among the ferrous 
metals, in resistance to rust only by the stainless alloys. 
It lasts longer in severe service. It sells at a price that 
permits you to make a worth-while profit, yet it is eco- a 

“ < 


\@, 
; é‘ o. 
nomical for the purchaser. It is easy to cut, bend, thread, < ONCAN™> 
vanstone, flange, upset and weld. It has no disadvantages. *e Pads 


uP” copper pd 
Give yourself and your customers a new deal with pe ig a 


this better pipe. Additional information is contained in IRON PIPE 


“Pipe for Permanence.” Write for a copy. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES pg YOUNGSTOWN, OHIO 
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WHAT 


DO YOU SELL 


THAT 


GOODYEAR 


MAKES? 


TRANSMISSION BELTS 


THOR, Seamless 


THOR, Oil Well 


COMPASS, Endless 


COMPASS, Oil Well 
COMPASS, Textile 
WINGFOOT 


EMERALD CORD V 


FARM & TRACTOR 





KLINGTITE, Endless 


KLINGTITE RED, Cut Length 


PATHFINDER 













CONVEYOR BELTS 


STYLE W 
for raw beets, wood chips, soda 
ash, lime, sand, gravel, 
run-of-mine coal, ete. 

. 

STYLE C 
for such abrasives as coke, slag, 
small limestone, crushed shale, 
lump coal, etc. 


STYLE B 
for sharp, gritty materials 
STYLE HT 
for high temperature materials 
STACKER 
for shoveling, highway loaders, 
dredges, abrasive ores, etc. 
SANITARY 
for canneries, packing plants, 
sugar beet cossettes 
SUPER GRADER 
for elevating road graders 
PACKAGE 
for all package conveying 
ELEVATOR 
Styles 1923, R.C. Ore, 
280 Grain, 320 Grain 





MOLDED GOODS 








IN RUBBER 


Check the Products about which you would like 

detailed Information, and Mail Your Inquiry 

with Your Name and Address to Goodyear, 
Akron, Ohio, or Los Angeles, California. 


te * asamp 


AIR HOSE 
Emerald Cord, Style M Air Drill, 
StyleM Pneumatic Tool,Style W 
Pneumatic Tool, Wingfoot 
Braided Cord 
WATER HOSE 
Style M, Style W 


STEAM HOSE 
Style M, Style W, Asbestos Cord 


FIRE and MILL HOSE 
CHEMICAL HOSE 


WELDING HOSE 
ACID CONDUCTING HOSE 
PAPER MACHINE WASH-UP 

SAND BLAST HOSE 

SANITARY HOSE 


AGRICULTURAL SPRAY 
HOSE 


CREAMERY HOSE 
STYLE M JETTING HOSE 
FUEL OIL HOSE 


ROTARY DRILLING HOSE 


Hy-Pressure and 
Super Hy-Pressure 


LAWN and GARDEN HOSE 
SUCTION HOSE 
DREDGING SLEEVES 
ASBESTOS. PACKING 
SHEET PACKING 


MOLDED GOODS 
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POWER-SPEED 
EASY HANDLING 
DEPENDABILITY 
ECONOMY 


4 you want to be sure that all these important 
“features are combined ideally in the next car 
mover you buy, make your choice an ATLAS. 


ATLAS provides that EXTRA POWER so often 
needed to move heavily loaded cars under 
adverse conditions— 


ATLAS gives the SPEED required in follow- 
ing up each stroke to keep the car moving 
once it has been started— 

ATLAS insures EASY HANDLING be- 
cause it is designed to stay on the 
track under the car wheel, where it 
belongs— 

ATLAS' firmly established record of 


consistent performance is your 
surest guarantee of DE- 


PENDABILITY— 


and 


ATLAS is Economical in 
first cost as well as up- 
keep. Try one ATLAS 
car mover on your 
railroad siding, and 
it will be standard 

equipment from 

then on. 


It Is 
Our Policy 
to Sell Through 
Distributors 


WR HE slogan of the Joint 
Merchandising Com- 
mittee: "Distributors Serve 
Industry Economically — Buy 
It from the Distributor" ex- 
presses our sentiments so per- 
fectly that it might well be our 
own. Ever since the establishment 
of this business—more than a quar- 
ter-century ago—we have sold 
ATLAS car movers exclusively through 
distributors. And the results—gauged 
both by our own success and the faster, 
better and more economical service ren- 
dered industrial users—have been so grati- 
fying that we will continue to adhere to this 
policy. 





Place your orders for ATLAS car movers and car 
wrenches with your local distributor. 


Distributors, Attention / 


If you are not handling ATLAS car movers and 
car wrenches at the present time, write us today. 
The investment will be small—and the opportunity 
for quick turn-over exceptionally favorable. 


APPLETON CAR MOVER CO. 
APPLETON, WIS. 
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TO DISTRIBUTORS 


from the world’s oldest and largest 
manufacturers of Chain Hoists 


The splendid group of 
Industrial Supply Distribu- 
tors who make up our 
dealer organization pro- 
vide convincing evidence 
of the fact that Distribu- 
tors do serve Industry 
Economically. 


Yale distributors ren- 
der a broad service to 
industry. Through their 
facilities Yale Chain 
Hoists and allied equip- 
ment are quickly avail- 
able in every section of 
the country. Many of 
them carry complete 


stocks of Yale replacement parts 




















plainly marked YALE. 


Industrial executives 
have the fullest confi- 
dence in Yale Distribu- 
tors because they know 
they have the constant, 
whole-hearted support of 
the oldest and largest 
organization of its kind 
in the world. 


Knowing that Yale 
prestige and dependabil- 
ity are thus combined 
with prompt, economical, 
efficient service, our con-. 
stant message to indus- 
trial executives is “Buy 


Yale from your Industrial Supply 


—and every part they sell is Distributor.’’ 


THE YALE & TOWNE MFG. CO., PHILADELPHIA DIVISION 
PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, 
Hand and Electric Hoists and Trolleys. 
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DROP 
FORGED 





CATALOG F-7 COVERS OUR 
COMPLETE LINE OF VALVES, 
FITTINGS AND FLANGES 








HENRY VOGT MACHINE CO,., couisvi te, ky. 


KPORATED 





New York, Chicago, Cleveland, Philadelphia, Dallas 


Manufacturers of Drop Forged Steel Valves and Fittings, Oil Refinery Equipment,Water Tube Boilers, 
Ice Making and Refrigerating Machinery, Heat Exchangers 
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SQUARED AWAY for a NEW SALES OPPORTUNITY 








THIS AMBER 
FRICTION HIGH 
SPEED BELT SURE 
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LESS SLIPPAGE 
_ WITH THIS BELT GREATER 


THINK YOU CAN 
SELL THIS 
























Plant owners everywhere are thinking in terms of lowered production 
costs. This gives the distributor of the Thermoid High Speed Square 
Edge Belt a definite selling advantage. 


Here is a belt of greater flexibility . . . a belt which wears on while 
others wear out, and brings new freedom from slippage, stretching, 
and ply-separation. Like other Thermoid products, the Thermoid 
High Speed Square Edge Belt is built for the job! It is quickly iden- 
tified by the amber friction and the violet edge. . . carries a worth 
while margin of profit, and is backed by a liberal jobber policy. 


THERMOID 


RUBBER COMPANY 
Factories and Main Offices, 
TRENTON, NEW JERSEY 


BELTING 
HOSE and PACKINGS 
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STANDARDIZE ON STANLEY 


Aone eR ENO 












EW things in a shop receive more severe use than hand tools. That is why so many 
F purchasing agents have standardized on Stanley Tools for their production and 
maintenance departments. They have found that they save money by buying 
Artisan Quality Stanley Tools. 


Write for Catalogue No. 34A — it shows more than 1500 Stanley Quality Tools. 





“Stanley-Atha’”” Hammers are heat treated — a Made in 16 different patterns, in all sizes, with 
special Stanley process that makes a tougher, or without handles. All are forged from a high 
stronger head. The hickory handles are preshrunk grade steel, and hardened and tempered to with- 
and oil processed to assure tight heads and handles _ stand severe use. 


Stanley Screw Drivers are today specified by the 
largest industrial users in the country. Made in all 
types and sizes (for woodworkers, millwrights, 
electricians, machinists and auto mechanics.) 


Forged from electric furnace chrome vanadium 
steel. They are designed to stand up under the 
hardest work cut cast iron, steel, concrete, etc., 
and yet they can be sharpened with a file. 










6 foot flexible-rigid steel rules 
that coil into a watch size case. 
They measure odd shapes and 
curves as well as straight. 





Stanley Bit Braces, Hand Drills, 
Breast Drills and Bit Extensions are 
made in all popular styles and sizes. 
Numerous recent improvements put 
them far in the lead. 


Stanley No. 3206. 6 foot flexible-rigid steel blade measures 
odd shapes and curves as well as straight. Blade can be re- 
moved entirely from case for end to end measuring. Gradu- 
ated on both sides and all edges. Safe, controlled ‘‘Pull- 
Push” blade action — it will not shoot out or spring back. 
Beautiful satin chromium plated case. 





THE STANLEY RULE & LEVEL PLANT 


NEW BRITAIN, CONN. 


STANLEY TOOLS 
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LOW MAINTENANCE COSTS 





STANLEY 
Maintenance work is where 
electric hammers are most use- 
ful. 


Electricians, millwrights, and 
plumbers all have a use for the 
hammer. 


STANLEY 
ELECTRIC TOOLS 


Used to: 


are offered to Industry 
by 
SELECTED DISTRIBUTORS 


Drill and chip in concrete, 
brick and stone 


Scale off rust and paint 





A portable disc sander is 
a real tool for maintenance 
work. 


Used to: 


Remove rust and paint 
Refinish bench tops 


Clean and polish rolls and 
drums 


Smooth castings before and 
after filling 


Remove labels and _ stencils 
from cases and kegs etc. 


Driven by a powerful motor 
Balanced for accurate work 


Seal type bearings 


Clean out tanks 


They are selected because of: Celine cnennite tenes 


1. Their financial and moral _ Uses: 


Anchoring machinery, fire es- 
capes, metal partitions and 
hangers. 


responsibility. 
2. Their business integrity. 


3. Their efficient sales or- 
ganization. 


4. Their prompt deliveries. 


You have a double guarantee: 


Stanley's plus the guarantee of 
your local distributor. 


Ask for complete information. 





Na INDUSTRY g 





fs 3 ei 
Buy IT FROM agai DI TRIBUTOR »» 


THE STANLEY ELECTRIC TOOL COMPANY 


NEW BRITAIN, CONN. 


STAN LEY ELECTRIC TOOLS 
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A Money Saving 
Opportunity 


Investigate first-hand how you, too, can save 
money on your hacksaw cutting by using Atkins 
SILVER STEEL Blue End Hacksaw Blades, 


either hand or power. 


Practical tests and voluntary users’ state- 
ments proves these blades stand far su- 
perior to all others now mede—bar none, 
and daily are saving thousands of dollars 
for hacksaw users. 


The reputation of SILVER STEEL Blades 
as THE hacksaw is well established and count- 
less numbers are leaning to Atkins for not only 
hacksaw blades, but all saws, saw tools, grinding 
wheels, files, Cantol Belt Wax, etc. They say, 
“There are none better at any price.” 


Our nearest distributor can supply you— 
write us for name and address. 


E. C. ATKINS anu COMPANY 


“THE SILVER STEEL SAW PEOPLE” ESTABLISHED 1857 


HOME OFFICE and FACTORY, INDIANAPOLIS, IND. 
MACHINE KNIFE FACTORY: LANCASTER, N. Y. 
BRANCHES 
CHICAGO, ILL. NEW YORK CITY ATLANTA, GA. NEW ORLEANS, LA. MEMPHIS, TENN. 
PORTLAND, ORE. SEATTLE, WASH. SAN FRANCISCO, CAL. KLAMATH FALLS, ORE. PARIS, FRANCE 
in Canada—Shurly-Dietrich-Atkins Co., Ltd., Galt, Ont.. Vancouver, B. C. 
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(A) Braided Wire Plies im- 
bedded in resilient rubber 
provide a Powerful Safety 
Factor. 

(B) Super-Tube of special heat- 
resisting compound. 

(C) Braided Breaker Ply that 
bonds the cover to the plies. 

(D) Extra-Tough Cover resists 
external abrasion. 


enable N.Y. B. & P. Distributors to 


' 


— 
_ WHY HY-TEST 
WILL NEVER BURST 


Hy-Test is built with braided wire . 
plies which show no distress when the — 
hose is subjected to continuous pres- - 


sures and high temperatures. 


~ plies are made of cotton fabric. Such 
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YorK BELTING & Pac 


1790 BROADWAY, oo 
A> ras , 


serve INDUSTRY economically 


Here is a New Product that leads the field in Steam Hose 
Construction—a Steam Hose that will never burst under 
operating conditions . . . a Steam Hose that combines 


positive safety with remarkable economy. 


Hy-Test is only one of the many products that make up 
the comprehensive line of N. Y. B. & P. Mechanical Rubber 
Goods ...a line sold exclusively through competent 
Distributors. 


The adequate stocks carried by N. Y. B. & P. Distributors 
place within easy reach of the Industrial User a wide 
range of belting, hose, packing, and molded goods 
covering every industrial requirement. 


These Distributors’ stocks are being used advantageously 
by thousands of Industrial Organizations to reduce their 
inventories, as well as their accounting, correspondence, 
insurance and other similar expenses. These Industrial 
Users are assured of prompt delivery of quality products 
that are progressive in character and backed by the 
distributor as well as the manufacturer. 





KING (O. 


NEW YORK, NY. 
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That's Why They Want 


HIGH 
SPEED 
STEEL 


-reak Hack Saws 


There is no other metal available that is so singu- 
larly adapted for hack saw making as high grade 
HIGH SPEED STEEL, and no other high speed steel 
Hack Saws give such lasting service as STIMONDS 
RED STREAK Blades. 


Evidence pointing strongly to this conclusion is 
contained in a report voluntarily sent us by the super- 
intendent of a Machinists Trade School, who states 
that one RED STREAK blade, operated for about 
two months, made over 5,000 cuts. Rightly, he con- 
siders this a very fine record, considering that the 
machine was operated only by members of his various 
classes. This record is another proof of the inbuilt 
quality of Simonds Red Streak High Speed Steel Hack 
Saws—*The blade with the Red Back Edge.” 


This same kind of service is at your customers’ 
command. These blades are sold by Dealers with 
the most satisfactory Dealer sales policy. 


Simonds Saw and Steel Co. 


“The Hack Saw Makers” 


Established 1832 


Fitchburg, Mass. 
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The accuracy with which the 
belts fit the grooved sheave has 
adecided effect upon the drive. 
Texrope belts, made for Allis- 


Chalmers by B. F. Goodrich, are 


formed in precisely machined 
molds. They seat perfectly in 
the grooves of Texrope Sheaves 


- 


Today's buyer—particularly of small motor drives—rightfully 
demands quick service and rush shipments, as well as a 
reliable product. 


Texsteel, Texrope V-Belt Drives are available to industrials 
everywhere through distributors, thus providing immediate 
delivery of short center drives for speed ratios up to 7 to 1 
and in ratings from % to 15 H.P. 


Texsteel sheaves are accurately formed of extremely tough 
steel, then welded and attractively finished in an aluminum 
lacquer. They are light in weight and low in cost. Combined 
with Texrope belts, they provide a drive that answers the 
modern demand for a low priced unit that will give thoroughly 
satisfactory performance. 


We will gladly inform you as to your 
nearest source of supply on request. 


ALLIS-CHALMERS MANUFACTURING COMPANY 
TEXROPE DIVISION . . Milwaukee, Wis. 


Aees G&G 
414% B. 


is 
THE ORIVES THAT REVOLUTIONIZED Sp TRANSMISSION PRACTICE > > - 
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Small tools can cause plenty of grief 
if the customer buys them on the 
basis that they all look alike—there is 
a difference. 


It’s built-in quality, not skin deep ap- 
pearance, that gives Morse Tools their 
widespread acceptance throughout the 
industrial world. 


Morse Tools are sold through indus- 
trial distributors because we know 
this is the most economical way we 
can serve industry. 


MOR SE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS..,U.S.A. 
New York Store Chicago Store 
92 Lafayette Street 570 West Randolph Street 


THE MORSE LINE INCLUDES: High Speed and Carbon 


DRILLS REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 
CHUCKS COUNTERBORES MANDRELS TAPER PINS 10] 0) 4 58 he SLEEVES 





MILFORD 
PROFIT GUIDE 


i'SGHTED 


NDISCRIMINATE price - cutting _ invariably 

destroys profit. Many losses of profit are 
caused by the widespread belief that price-cutting 
creates volume, and that volume creates profit. 
But in lines in which the natural consumption cannot 
be increased, price-cutting for the sake of volume 
frequently leads to loss of profit. 


The MILFORD PROFIT GUIDE presented on the 
following pages is the first of its kind produced, and 
illustrates the tremendous increase in UNIT sales 
necessary, as a result of price-cutting, to maintain 
the same profit in dollars. 


This Guide is published in the hope that it will be 
a valuable reference to Jobbers and Distributors, 
and that its application to price and volume prob- 
lems will assist in the stabilization of the distributing 


field. 


THE HENRY G. THOMPSON & SON COMPANY 


Manufacturers of 
MILFORD AND MIL FLEX DUPLEX HACK SAW BLADES 
MILFORD HIGH SPEED STEEL AND MOLYBDENUM STEEL HACK SAW BLADES 
MILFORD FLEXIBLE BACK METAL CUTTING BAND SAWS 


General Offices and Factory, New Haven, Connecticut, U.S.A. 
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ORIGINAL PROFIT PER CENT (GROSS OR NET) 





CHART NO. 2 
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NOTE 


If cost reduction is beyond 10°; (Chart No. 1) add to 10 
additional amount desired Example: Assume 17°; reduction 
desired at 20°; original profit. Add to 10°, —8. 000, the addi 
tional 7°;,—5.600, or total of 13.600 


If exact production increase figure required does not appear 
on Chart No. 2 in original profit column, locate figure nearest 
actual production increase. Example: Assume 15°; produc- 
tion increase at 20°; original profit. As figure 15 is not shown 
on chart, use figure 14°, or 16°., which equals a price cut of 
2.5°) or 2.75°% respectively. Either figure when converted 
into terms of price cut will be within '4°) of actual price cut. 


By arrangement with Eddy-Rucker-Nickels Co., Harvard 
Square, Cambridge, Mass., master charts 23” x 30’, showing 
Original Profit from 3°) to 75°; and price cut from 1% to 
50°, can be purchased from that company at $1.00 each. 





Northup, The Henry G. Thompson & Son Co., New Haven, Conn., Manufacturers of MILFORD, MILFLEX Hack Saw Blades 
A. W. Rucker, Eddy - Rucker - Nickels Co., Harvard Square, Cambridge, Mass 
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MILFORD 
PROFIT GUIDE 


The MILFORD PROFIT GUIDE serves Jobbers, 
Distributors, Manufacturers and Merchants. Its 
principle is applicable to one article, one line or 
an entire business. It helps to calculate the 
answers to the following questions: 


After determining the possible increase in UNIT sales, and ALLOWING FOR 
ALL SAVINGS IN COST, what is the maximum price cut in percent that can be 
made, and still maintain same total profit in dollars? 

After determining the possible increase in UNIT sales, and WITH NO SAVINGS 
IN COST, what is the maximum price cut in percent that can be made, and still 
maintain same total profit in dollars? 

At a definite price cut in percent, and with no savings in cost, what increase is 
necessary in UNIT sales, to still maintain same total profit in dollars? 

At an estimated increase in UNIT sales with a definite price cut in percent, what 


increase is necessary in percentage of DOLLAR sales, to still maintain same total 
profit in dollars? 


EXAMPLE FOR PROBLEM A (Use instructions | to 8 inclusive) 
EXAMPLE FOR PROBLEM B (Use instructions 6 and 7 only) 


Estimate increase in UNIT sales expected and figure new costs on this increased 
production. Assume this increase is 25°. 


Also assume the new costs at the 25°/, increase in UNIT sales will produce a 
6°/, saving from original costs. 


This 6°, must be converted into terms of selling price. To make this conversion 
refer to CHART No. |. 

Assume original profit (gross or net) is 20°%. Locate in left column under 
"Reduction Original Cost", the figure 6°/,, the saving in original cost. 

Then locate at the top of CHART No. |, under "Original Profit", the 20%, 
profit column. In this column, opposite the 6°/, savings in original cost, is the 
figure 4.8°,. THIS 4.8% is the maximum price cut possible due to savings in cost. 
Now to find the price cut possible due to 25°/, increase in UNIT sales, refer to 
CHART No. 2. 

Under the heading “Original Profit’, locate the 20°, profit column. Follow down 
this column to the figure 25°/,, which is the 25°/, increase in UNIT sales expected. 
Follow this line horizontally to left column headed "Price Cut", to the figure 4°. 
This 4°, is the price cut possible due to increase in UNITS sold. 

Therefore, the total maximum price cut possible to maintain the same total profit 
in DOLLARS, at 25°/, increase in UNIT sales, is the 4.8°/, price cut due to savings 
in cost, plus the 4°/, due to increase in UNIT sales, or a total in this example of 
8.8°/,. Thus a 25%, increase in sales adds nothing to profit in dollars. 


EXAMPLE FOR PROBLEM C 

Assume again an original profit of 20°/,. Assume a price cut of 5%. 
Locate on CHART No. 2 in the left column under ''Price Cut'’, the figure 5°, 
and follow across to the 20°/, column under the heading ‘Original Profit'', to 
the figure 33°,. 
This 33°, is the increase in UNIT sales necessary to maintain the same total profit 
in dollars, where there is no saving in cost to offset a 5°/, price cut. 

Thus a 33°, increase in sales adds nothing to profit in dollars. 


EXAMPLE FOR PROBLEM D 
At an estimated increase in UNIT sales of 25°, it was found that the maximum 
price cut possible was 8.8°/, with a saving in cost of 6°/,, and without a saving 
in cost the maximum price cut possible was found to be 4%. 


To determine the percentage of increase in dollar sales using these same figures, 
make the following calculations: 





Price Cut 8.8°/, 4%, 

Consider original UNIT sales as 100°, 100°/, 
Add increase in UNIT sales 25%, 25%, 
New Unit of Sales Volume 125°, 125%, 
Deduct total price cut (8.8% of 125%) 11% (4% of 125%) 5% 
Total percentage of original dollar sales 114°, “120%, 
Net increase in DOLLAR sales necessary 14°, 20%, 


When UNIT sales are increased sufficiently to maintain the same profit in dollars 


after a price cut, the percentage of increase in DOLLAR sales is always less than 
the percentage of increase in UNIT sales. 


















































































































































































































































STATEMENT OF 
SALES POLICY 






. MILFORD and MIL FLEX hack saw blades are sold exclusively through Dis- 
tributors and Jobbers in various channels of distribution in territories where 
representation is established. Direct inquiries and orders are referred to these 
representatives. 


2. MILFORD and MIL FLEX hack saw blades are not sold direct except in terri- 
tories where representation has not been established. Such direct sales are 
made at resale prices enabling nearby Distributors and Jobbers to compete. 


3. MILFORD and MIL FLEX hack saw blade orders from non-stock carrying dealers 
are referred to representative Distributor or Jobber in territory where order 
originated. 


4. MILFORD and MIL FLEX hack saw blades are sold under a nationally announced 
discount, without rebates or special concessions of any description. The same 
discount is given all representative Distributors and Jobbers stocking these lines. 


5. MILFORD and MIL FLEX Distributors and Jobbers are discriminatingly selected 
and limited in number in a territory. Exclusive representatives are appointed = 
when local competitive conditions and size of territory warrant. a) 


6. MILFORD and MIL FLEX hack saw blades carry an announced resale price that 
provides an adequate margin of profit to Distributor and Jobber. Price cutting 
is vigorously discouraged. 


7. MILFORD and MIL FLEX, other factory, special or private brands of hack saw 
blades, are not sold through any one channel of distribution at prices lower than 
quoted representative Distributors and Jobbers in all channels of distribution. 
If manufactured, special grades of hack saw blades, or their equivalent, will be 
available to representative Distributors and Jobbers in all channels of distri- 
bution at the same prices and terms. za 


8. MILFORD and MIL FLEX hack saw blades are sold on terms of 2°/, cash dis- 8 
count, 10th proximo, or net thereafter. Freight is allowed on shipments of 
100 Ibs., or over. it 


9. MILFORD and MIL FLEX hack saw blades are guaranteed against defective 
workmanship or material, and if found defective or unsatisfactory, a fair and 
equitable adjustment or replacement will be made. Upon authorization all 
unsatisfactory blades must be returned to the factory for inspection. 


10. MILFORD and MIL FLEX Distributors and Jobbers are given direct mail litera- 
ture, price lists, catalogue help, sales promotional assistance, technical and 
engineering advice, factory representative contacting with consumer and edu- 
cational assistance. 
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At the request of any Distributor or Jobber representing these lines, we 
will disclose our discount schedule in substantiation of our nationally 
announced price policy. 
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Economical Industrial 


UMI 


Distribution 


A Presentation o yf Facts 


“ys HERE is no problem facing industry 
today more paramount than that of 
distribution. Production facilities are 

adequate to take care of our most urgent 
needs. New methods and modern machin- 
ery have made it possible for us to produce 
at low cost. Yet, the savings which we are 
able to effect in production are often dissi- 
pated in getting products from the producer 
to the user. 


Efficiency and economy in the field of in- 
dustrial distribution, with which we are con- 
cerned, is not a matter of finding new ways 
to facilitate the flow of industrial products, 
but rather one of making intelligent use of 
existing distributing agencies. 


This issue of Mitt Suppties is devoted 
to a broad study of the economical move- 
ment of industrial supplies from manufac- 
turer to ultimate user. The facts presented 
are based on exhaustive studies made among 
manufacturers, distributors, users. The is- 
sue divides itself into four distinct sections. 


The first section, based on studies made 
in a number of leading industrial plants, re- 
veals what it costs users to maintain supply 
stocks at the plant. 











In section two, a comprehensive picture 
of the industrial distributor and his functions 
is set forth. 

The third section deals with the sales 
service rendered by the distributor and what 
it means to the buyer. 

Section four contains the views of many 
of our outstanding industrial leaders con- 
cerning the economic necessity of the dis- 
tributor and a summation of facts as to why 
it is good business to buy from the dis 
tributor. 


We urge the thoughtful consideration of 
the contents of this issue by manufacturers, 
buyers and distributors because they strike 
at the very heart of industrial buying prob- 
lems. 

It is the hope of Mitt Suppties that the 
facts presented here will be helpful to indus- 
trial users in pointing the way to real econ 
omies in the purchasing of their supplies and 
equipment requirements. 

We hope further that manufacturers, as 
a result of these findings, will be moved to 
action in making full use of the distributor's 
facilities and that distributors themselves 
will be fired with a new appreciation of 
their responsibility to industry. 


21 





PROFIT or LOSS? 


How you buy may be 
the determining factor 


66 OW shall I buy my industrial sup- 
| plies? Will it pay me to anticipate 
my requirements in advance, thus 
buying in larger quantities with perhaps some 
small concession on the original price? Or 
shall I purchase only as I need, depending 
upon the service of local distributors to take 
care of my requirements?” 


Most industrial buyers have been required 
to ask themselves these questions at one time 
or another and while the immediate decisions 
may not have seemed especially important in 
individual cases, the sum total may well have 
meant the difference between profit and loss. 


A saving in the original price of an item 
often looks attractive and it is a fact that some 
manufacturers will often offer certain buyers 
a slight price concession when they buy direct. 
More often than not, however, the slight sav- 
ings in original cost are more than eaten up 
by the excessive cost of carrying supplies 
which the buyer must assume when he pur- 
chases direct. 

How great these stock-carrying costs are 
may be seen on the ensuing pages where the 
actual experiences of many of our leading in- 
dustrial plants have been set down. 


Interest charges on capital tied up in supply 
inventories, transportation and handling ex- 


penses, warehousing costs, obsolescence and 
depreciation expenses and purchasing costs are 
the expense items put under the microscope 
for study. 


These items of expense are definitely linked 
up with the stocking of supplies and no plant 
can eliminate them. However, it is possible 
to keep them at a minimum. ; 


As the studies made in typical plants reveal, 
the higher the stock turnover, the lower the 
cost of maintaining the stock. To secure a 
high rate of turnover on supplies incident to 
the operation of an industrial plant, it is nec 
essary to purchase for immediate needs only. 
In most cases this can be done only by pur- 
chasing from the distributor. 


When supplies are bought direct, it is nec- 
essary to anticipate requirements far in advance 
if any savings on original costs are to be made, 
and when that is done, stock-carrying expenses 
add to the first cost at an alarming rate. 


| ON’T be fooled by low first cost of sup- 

ply items; it’s the ultimate cost that 
counts. The experiences of industrial users 
related on the pages immediately following 
shed considerable light on this important sub- 
ject and warrant your closest attention. 
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Facts to Consider When 
Buying Supplies 
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- Stock Turnover 


. Interest Charges 


. Obsolescence and Depreciation 
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. Transportation and Handling 


. Purchasing Costs 
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. Warehousing 





























How Stock- Carrying Costs add tathe 


CASE STUDY No. III 











Average inventory of industrial supplies carried $10,000 
Annual turnover of industrial supply stock 


Expenses Chargeable to Carrying Supply Stocks 


Storage Facilities (Rent, Light, Heat, Repairs, 


Insurance, Taxes and Cleaning) $1,488.00 
Insurance on supply stocks 14.04 
Taxes on supply stocks. . : None 
Transportation (Freight and drayage) 1,284.00 
Handling and distribution 4,500.00 
Depreciation on inventory 93.60 
Interest on investment in inventory. 400.00 
Obsolescence 480.00 

Total . $8,259.64 


Percentage cost of - 8,259.64 


carrying stocks 10,000 < 10.8 7 

















HIS large knit goods manufacturer demon- 

strates with a turnover rate of 10.8 times, 
what can be done in the way of expense reduc- 
tions. All supplies are purchased from distrib- 
utors in such quantities as will allow the stock to 
be turned almost monthly. 


CASE STUDY No. 


XI 








Insurance, Taxes and Cleaning) 
Insurance on supply stocks. . 
Taxes on supply stocks . . 
Transportation (Freight and drayage) 
Handling and distribution 
Depreciation on inventory 
Interest on investment in inventory 
Obsolescence 


Total 


Percentage cost of __ 10,070.20 


carrying stocks ~— 25.000 X 1 
3 x 





Average inventory of industrial supplies carried $25,000 
Annual turnover of industrial supply stocks 


Expenses Chargeable to Carrying Supply Stocks 
Storage Facilities (Rent, Light, Heat, Repairs, 


$1,131.99 
None 
None 
4,560.00 
2,628.21 
625.00 
1,000.00 
125.00 


. $10,070.02 














S tock-carrying costs 
cannot be eliminated but by proper use 
of the industrial distributor’s facilities, 
they can be reduced to a minimum. A 
study of these typical case studies, chosen 
at random from many made in the 
plants of leading industrials, clearly 
demonstrates the danger of large stocks 
and slow turnover and shows how 
efficient management can effect real 
savings by purchasing industrial 
supplies and equipment in quantities 
sufficient for current needs only. In 
these cost studies, notice first the turn- 
over rate at the top. Then glance at 
the percentage cost of carrying stocks at 
the bottom. These two figures really 
tell the whole story 


LTHOUGH this Mun- 
icipal department is 
very well run, a glance at 
the above costs indicates 
top-heavy transportation 
and handling costs, which 
could be reduced by store- 
door deliveries. Further, a 
reduction in the size of the 
inventory is clearly possible, 
as evidenced by the ex- 
tremely low turnover rate. 
Interest on investment in 
this case is figured at 4%. 
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CASE STUDY No. XVII 


‘athe Original Price Paid for Supplies 











Average inventory of industrial supplies carried. . $2,112 
Annual turnover of industrial supply stocks... 


Expenses Chargeable to Carrying Supply Stocks 
Storage Facilities (Rent, Light, Heat, Repairs, 


Insurance, Taxes and Cleaning)......... $ 141.00 
Insurance on supply stocks................. 5.27 
Taxes on supply stocks......... ee 5.81 
Transportation (Freight and drayage) None 
Handling and distribution........ 35.00 
Depreciation on inventory ...... 20.00 
Interest on investment in inventory 120.00 
Obsolescence 200.00 

TU Schtesa disanpeers $ 525.08 
Percentage cost of __ 525.08 = 
2 aie ame 
carrying stocks 2,112 X .4 


CASE STUDY No. XXI 

















' Storage Facilities (Rent, Light, Heat, Repairs, 


Average inventory of industrial supplies 
carried 


: : $100,000 
Annual turnover of industrial supply stocks 


Expenses Chargeable to Carrying Supply Stocks 


Insurance, Taxes and Cleaning) $12,000 
Insurance on supply stocks : 60 
Taxes on supply stocks. . : None 
Transportation (Freight and drayage) 3,600 
Handling and distribution. . 6,000 
Depreciation on inventory .. 3,000 
Interest on investment in inventory 4,000 
WEI, 35S. aos coats s ramiotameseeen eae 7,000 

He oss anne alee $35,660 
Percentage cost of __ 35,660 _ 
carrying stocks — 100,000 2 a 








HE effect of low turnover rate on stock- 

carrying expenses is clearly demonstrated by 
the above study. Examination reveals no un- 
usually high unit costs excepting that of obso- 
lescence, but when the total is compared to the 
total supplies handled in a year, the resulting 
expense per dollar is astounding. 





CASE STUDY No. XXIV 


HE store-room of this large manufacturer 

is well managed and still it is necessary to 
charge every dollar’s worth of maintenance sup- 
plies handled with about $.18 for stock-carrying 
expenses. A higher turnover rate could reduce 
all factors and produce a decided saving. Note 
that interest is figured at 4% by this firm. 








HIS large metal work- 

ing plant, by buying 
from the distributor, has 
succeeded in reducing de- 
preciation and obsolescence 
charges drastically. <A les- 
son brought home by huge 
inventory losses in 1921 has 
proved invaluable to this 


firm in cutting costs. Ob- 
viously, further savings 


could be made by reducing 
the size of the stock and in- 
creasing turnover. 





Average inventory of industrial supplies 


carried 


Annual turnover of industrial supply stocks 
Expenses Chargeable to Carrying Supply Stocks 


Storage Facilities (Rent, Light, Heat, Repairs, 


Insurance, Taxes and Cleaning) $ 898.80 
Insurance on supply stock 7.44 
Taxes on supply stocks « 570.00 
Transportation (Freight and drayage) . 270.00 
Handling and distribution. . 1,608.96 
Depreciation on inventory. . 306.24 
Interest on investment in inventory 990.00 
Obsolescence 300.00 

| ee arene . . $4,951.44 


Percentage cost of 
carrying stocks 


$16,500.00 


4,951.44 


16,500 1.45 _ 
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When You Buy from The Distributor 
You Keep Your Stock Turning Rapidly 
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Curve based on data obtained from cost 
studies made in leading industrial plants. 
Percentage cost, plotted on vertical axis, 
is the ratio of the cost of carrying 
stocks to the total value of stocks 
handled annually. Rate of stock turn- 
over, plotted on horizontal axis, is the 
ratio of average stock carried to 
total annual stock disbursements. 
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PERCENTAGE COST OF CARRYING INDUSTRIAL SUPPLY STOCKS 


5 6 7 86 9 10 11 
RATE OF STOCK TURNOVER 
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The higher the rate of stock turnover, the lower the carrying costs 











was able to handle each dollar’s worth of supplies for 


on the rate of turnover. As turnover diminishes, slightly over seven cents. 


von the ea in carrying supply stocks is dependent 





costs rise. As turnover increases, costs drop. 
As an example, one of the plants, the costs of which 
were used in plotting the chart on this page, obtained a 
turnover rate of only .4. It cost this plant about 62 
cents to carry every dollar’s worth of stock. On the 
other hand another plant, the costs of which were like- 
wise considered, obtained a turnover rate of 10.8 and 











The latter firm was able to keep its supply stocks turn- 
ing almost once each month by purchasing its needs 
from a local industrial distributor in quantities con- 
sistent with current needs. 

Buying from the distributor enables industrial users 
to secure their needs in small enough quantities to insure 
a high rate of turnover and to minimize expenses. 
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_ When You Buy from The Distributor 


You Save on Interest Charges and Release 
Capital for Productive Purposes 


As turnover on supply stocks increases, 
interest charges diminish 














Interest charges alone add 50 cents to the 
purchase price of every hundred dollar's 
| worth of stock for every month it remains 
inthe store room. 





















































Purchase In In 
price stock stock stock stock 
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non-productive supply stocks 

should be carefully consid- 
ered by every industrial plant 
before huge stocks are allowed 
to accumulate. 

Large stocks usually bring a 
slow turnover rate and slow turn- 
over quickly adds to the ultimate 
cost of any item. 

The chart on this page shows 
that if $100 worth of supply 
items remain in stock for one 
year, those items have actually 
cost $106 when the interest on 
the investment is figured. If on 
the other hand, the $100 worth 
of stock only remains in the stock 
room for 60 days, the increment 
for interest on capital invested 
amounts to but one dollar. 

By turning its stock 10.8 times 
per year, The Phoenix Hosiery 
Company has reduced its interest 
charge per dollar of supplies 
handled to $.0056. Another plant, 
however, was forced to charge 
$.14 against every dollar’s worth 
of merchandise handled last year 
due to a turnover rate of only .4. 

Interest charges are often over- 
looked in connection with the 
maintenance of supply stocks. 

It behooves every plant man- 
ager to inspect carefully each 
item carried in stock to deter- 
mine whether or not it can be 
eliminated. 

Industrial distributors carry 
adequate stocks, readily available, 
which can be used to reduce to 
a minimum interest charges on 
your supply inventories. 


| ee on investment in 
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When You Buy from The Distributor 


You Eliminate the Danger of 
Accumulatin g Obsolete Items 


ried in the storerooms of 

American industry not only 
must be charged with various ex- 
penses incidental to their storage, 
but also are subject to astounding 
losses in value due to deprecia- 
tion and obsolescence. 

Changes in manufacturing 
processes, improvements in ma- 
chinery and accessories 
and changes in products 
manufactured make it 
precarious for users to 
maintain large inven- 
tories of industrial sup- 
plies. Too little cogniz- 
ance has been given the 
factors of obsolescence 
and depreciation by users 
with the result that these 
two items of expense 
have taken a tremendous 
toll. 

Cost studies in indus- 
trial plants show how 
rapidly obsolescence and 
depreciation eat into the 
value of supply stocks 
carried. A table prepared 
for the United States 
Steel Corporation to 
demonstrate to its vari- 
ous units how expensive 
it is to maintain large 
stocks of slow moving 
items has been used as a 
basis for plotting the 
curve shown on this page. 

Stock carrying ex- 
penses, including inter- 
est, insurance, taxes, stor- 


| eae supplies, car- 


age, accounting and extra handling, are plotted on the 
upper curve. It will be noted that for the first year these 
items of expense are figured at 10% of the original cost 





product carried in stock. Depre- 
ciation includes deterioration, 
shrinkage, obsolescence and other 
factors which reduce value and 
impair efficiency. 

For the first year, 20% of the 
original price has been charged 
off and for succeeding years, 
20% of the remaining value. 

It is readily seen that when 
$100 worth of stock re- 
mains in the storeroom 
one year it has cost $110, 





one two three four five Driginal 








year years years years years cost 


while its real value is 
only $80. At the end of 
five years, the same item 
has cost $137.50 and is 
only worth $32.76. - 

The obvious antidote 
for losses sustained in 
this manner is a small, 
well-controlled stock, suf- 
ficient to meet current 
needs but not large 
enough to be subject to 
the above charges. To 
maintain such a _ stock, 
the various items needed 
to keep an industrial 
plant running efficiently 
must be purchased in rel- 
atively small quantities. 
Industrial distributors 
with adequate stocks 
close at hand, make it 
possible for the indus- 
trial plant to operate effi- 
ciently on relatively small 
stocks of supplies. 

The smaller the stock 











of the product. For each succeeding year, the incre- 


ment is 10% of the remaining value. 
The lower curve depicts the depreciated value of the 


an industrial user main- 
tains at the plant, the 


lower will be his losses from obsolescence and depreciation. 
Make the local distributors’ stocks of supplies yours, and 
thus minimize your losses from these two sources. 


*Table extracted from paper read by Frank Parrish, Supervisor 


of Inventories, United States Steel Corporation, before the 
American Iron and Steel Institute. 
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When You Buy from The Distributor 


Transportation and Handling 
Expenses are Reduced 





Distributors make store-door deliveries, thus reducing 
trucking expenses which must be borne by users who buy 
direct from the manufacturer. 


{ & Y* HEN industrial supplies are carried in stock, 
\ \ an additional charge must be added to the pur- 

. chase price for transportation into the stock 
room, handling and supervision while in stock and dis- 
tribution from the stock room to the point in the plant 
where they are to be used. 

Cost studies show that labor, supervision and trucking 
make up the major portion of handling and distribution 
charges. Other smaller items of expense must be con- 
sidered when handling charges are totalled but the above 
three are the principal factors to be taken into account. 

It would seem logical to pre- 
sume that the more supplies han- 
dled per year, the larger would 
A close 
study of cost figures, however, 
does not bear this out. Studies 
made in one plant show that 
$108,000 worth of supplies were 
handled last year with a labor rt 
and supervision charge of $4,356. 
On the other hand, a second plant 
consumed $50,850 worth of sup- 
plies and had a handling charge 


be the charge for labor. 


Handling expenses can be cut by re- 
ducing plant stocks. The distributor’s 
services make such a reduction possible. 
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for labor of $5,620. Hlere’s the reason 
for this discrepancy in handling costs. 
The first plant was able to handle 
$108,000 worth of supplies with an 
average inventory of only $10,000. 
The second plant carried an $18,000 
stock to take care of its $50,850 annual 
needs. Obviously, the first plant had 
more individual items entering and 
leaving the store room every day, but 
the compactness of the stock, due to 
high turnover, enabled it to get along 
with less labor and supervision. 

When inbound supplies must be 
picked up at the freight station, transportation and han- 
dling costs rise rapidly. Naturally, trucking and trans- 
portation are important factors in the ultimate cost of 
supplies. Delays, drivers’ salaries and truck operating 
costs, all must be taken into consideration when final 
cost is figured. When supplies are delivered to the 
store room by the vendor, these expenses are minimized. 

Industrial distributors are equipped to reduce your 
transportation, handling and distribution charges in two 
ways. First, by maintaining local stocks of supplies, 
they enable every industrial plant to keep its stock at a 
minimum, thus eliminating much of the labor and super- 
vision charges. 

Second, by making store-door deliveries, the distrib 
utor reduces user’s transportation and trucking charges. 
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When You Buy from the Distributor 


You Save on Storage Facilities 





20% I 
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Curve plotted from actual costs in 
plants of leading industrials. Cost of 
storage facilities is expressed in 
per cent of total annual disburse- 
ments of supplies. 
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COST OF STORAGE FACILITIES 
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Charges for storage facilities decline as the rate 
of stock turnover increases 


with the cost of storage facilities in which to keep 
them. Such costs include rent or interest on invest- 
ment in storage space, heat, light, repairs, a share of 
cleaning expense, insurance and taxes. Any plant man- 
ager who fails to charge against the original cost of sup- 
plies these inescapable items of expense, is only deluding 
himself as to the ultimate cost of the materials handled. 
To prevent shut downs, it is usually essential that 
every plant carry some supplies in stock. These supplies 
must be stored. Storage space costs money. Hence, the 
only means to economical management is to keep this 
storage space as small as possible. This desirable situa- 
tion can be obtained by keeping plant stocks small. 
The accompanying chart was plotted from actual cost 
figures obtained in leading industrial plants. It will be 
seen that the cost of storage facilities is a direct function 


Pere stocks of industrial supplies must be charged 


30 


of turnover rate and that low costs for this item of ex- 
pense can only be obtained by increasing the turnover. 

One large packing plant turns its industrial supply 
stocks 22.2 times annually and finds it necessary to 


charge but $2.36 against every $100 worth of merchan- 
dise handled for storage facilities. 


Conversely, a municipal institution which turns its. 


stock but 2.8 times per year, must charge each $100 
worth of supplies with $5.56 for storage facilities, in 
spite of the fact that comparatively small rent and®*no 
taxes are figured in the costs. 

Stocks must be turned rapidly if storage facility 
charges are to be minimized. This means purchases in 
comparatively small quantities at frequent intervals. 

By patronizing your local distributor for your supply 
needs, you can attain this desirable goal for he can take 
care of your requirements on short notice. 
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When You Buy from The Distributor 


Purchasin g Costs are Lowered 





that the cost of carrying plant stocks of industrial 
supplies can only be reduced by keeping them small 
and turning them rapidly. 

At first glance it might seem that such a procedure 
would run purchasing costs sky-high, thus nullifying any 
savings made in the store room. And so it would, if 
an attempt were made to buy a month’s supply of each 
of a thousand needs from a different manufacturer. 

But that is neither economical nor necessary. Your 
local distributor, carrying complete stocks of all types 
of industrial supplies, equipment and tools for you to 
draw upon, provides you with the means to secure rapid 
turnover, while, at the same time, holding down your 
purchasing costs. Following are the reasons why pur- 
chasing expenses are lowered when you buy from the 
distributor. 

Each order received by a distributor from an indus- 
trial plant contains items made by an average of six 
manufacturers. By consolidating orders in this man- 
ner, the distributor enables the buyer to cut purchasing 
costs considerably. 

For each of the six items appearing on the average 
order received by a distributor, there are many manu- 
facturers. When purchases are made direct, it is nec- 


l is obvious, from a study of the foregoing pages, 


MAY, 1933 


Interviewing many manufacturers’ sales- 

men and making numerous inquiries by 

mail, telephone and telegraph, takes 
time and costs money. 


essary to weigh the merits of 
these various lines. Interviewing 
many manufacturers’ salesmen 
and making numerous inquiries 
by mail, telephone or telegraph, 
takes time and costs money. The 
distributor has already done this 
necessary work and because he 
can spread his costs over the 
needs of hundreds of plants, he 
can do the job cheaper than any 
individual plant. 

After a decision has been made 
as to the line to be bought, an 
order must be released. While the user consolidates an 
average of six manufacturers’ items on an order when 
he places it with the distributor, if he buys direct, it is 
necessary to issue six separate orders, the writing up 
of which costs six times the cost of preparing one dis- 
tributor order. Instead of three cents’ postage in the 
case of buying from the distributor, there is 18 cents’ 
postage needed. If telephoning or telegraphing is essen- 
tial, the cost mounts that much more. 

When it comes to paying for items bought, the user 
who patronizes the distributor has one check to issue. 
On the other hand, purchases made direct must be paid 
for by separate checks. Using the typical distributor’s 
order containing items of six manufacturers as a guide, 
six checks must be issued. As there is a government 
tax of two cents on each check issued there is an addi- 
tional 10 cents expense to be borne by the user. In 
the mailing of the six checks, there is added postage 
expense of 15 cents over what it would cost in dealing 
with the distributor. 

There are additional items of expense which also must 
be considered, such as time spent in writing up orders 
and the cost of order forms, letterheads and envelopes. 

If adjustments are essential on items purchased, as is 
sometimes the case, they can be made much more equi- 


31 





tably through the distributor than direct with the manu- 
facturer. 

In the first place the distributor is right on the spot 
and thus any situation can be handled personally. Han- 
dling adjustments with the manufacturer often must be 
done by mail and this is not always satisfactory. 

In the second place, the distributor has more to con- 
sider than just the business on one line. 

By making adjustments to the entire satisfaction of 


There are additional 
items of expense which 
also must be consid- 
ered, such as time 
spent in writing up or- 
ders and the cost of 
order forms, letterheads 
and envelopes. 


Lower: Keeping track 
of the lines of hun- 
dreds of manufactur- 
ers is an expense which 
can be eliminated by 
using the distributor’s 
services. 











Left: If adjustments are essential on items purchased, as is 


sometimes the case, they can be made much more equitably 


through the distributor than direct with the manufacturer. 


his customer on one line, he is building good will which 
will be reflected in the purchases of other items handled. 
The manufacturer on the other hand may be disinclined 
to lean over backwards in the matter of adjustments 
because the business potential on his line in the dissat- 
isfied plant may not be worth it. 

These excessive purchasing costs which must be borne 
by the industrial plant which buys direct may seem in- 
consequential on individual orders, but in the aggregate 
they mount up. 

Keep your purchasing costs at a minimum by buying 
from your local industrial distributor. You will find his 
facilities adequate and his wide knowledge of all types 
of industrial supply lines is worth real money to you. 
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The Distributor and 
His Functions 


. Who the distributor serves 
. What the distributor sells 


. The distributor’s warehousing facilities 





. The distributor’s catalog 


. Delivery service rendered by the 
distributor 


. The distributor’s purchasing ability 


aes Wy \i\) 7. How the distributor facilitates the flow 
Mu y Ayu of credit 




















Meet Your Local Distributor 


The local industrial distributor has the facilities and is 
qualified by experience to take care of the supply 


requirements of plants in his territory 


r¥ OO often we are inclined to take for 
i granted those service institutions 
which aid in keeping business running 
smoothly. In the industrial field, the dis 
tributor is such an institution. There are 
few industrial plants which have not, at one 
time or another, called upon their local dis 
tributors for emergency service to furnish 
some needed supply items to get their plants 
back into operation. Many plants—and the 
number is increasing right along—depend 
almost entirely upon the distributor for their 
industrial supply requirements. 





Too few industrial users, however, have a 
clear understanding as to who the distributor 
is, what his functions are and how he is 
organized to serve his local territory ade- 
quately. _ 


Your local distributor has made a thor- 
ough study of the supply needs of his com- 
munity. He maintains a complete stock of 
those items for which there is a steady 
demand, as well as an adequate supply of 
important items not frequently called for, but 
nevertheless essential to the well-being of his 
customers. 


Distributors’ stocks, which run all the way 
from $25,000 to $1,000,C00 and more in in- 
dividual cases are housed in warehouses of 
from 10,000 to more than 1,000,000 square 
feet. 


The total stock investment of all industrial 
distributors amounts to $111,600,000 which 
makes available $372 worth of industrial 
supplies for every industrial plant in the 
country. Distributors also maintain an aver- 
age of 143 feet of warehouse space for each 
industrial plant. 


Because of an intimate knowledge of the 
plants in his territory, the distributor is in a 
position to facilitate the flow of credit. 


Through prompt delivery service the dis 
tributor is able to save buyers’ time and 
money. In cases of emergency, the distribu- 
tor will make after-hour, Sunday and holiday 
deliveries. 


Many distributors also provide buyers 
with industrial supply catalogs, a service 
which has proved invaluable and which 
could not be duplicated by manufacturers 
individually, except at a tremendous increase 
in cost. 


( N the pages immediately following, we 

have endeavored to bring you face-to- 
face with your local industrial distributor. 
You'll find him to be a responsible business 
man, well-qualified to serve your interests. 
Get better acquainted with him and make use 
of his superior warehousing, purchasing, 
delivery and credit facilities. 
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Meeting the Special Needs of 


Localized Industries 


In addition to handling complete lines of general industrial 
supplies, the distributor caters to the specific needs of the 
industries predominating in his territory 





































HE service provided by the distributor ex- 
tends far beyond filling the requirements of 
plants in his territory for what might be 
termed general industrial supplies and equipment. 

While distributors in all parts of the country are 
equipped to provide their customers with the sup- 
plies that are commonly used by all industrials, they 
make a special effort to cater to the particular needs 
of industries predominating in their territories. 

In the case of some products, this special service 
consists of stocking a greater range of sizes and 
styles than would be carried in another terri- 
tory. But very often it takes form in the handling 
of products which would not be stocked by supply 
houses in another section because of the absence of 
demand for them there. Distributors also frequently 
maintain experts particularly trained to work with 
industries predominating in their localities. 

Thus, you will find distributors in certain sections 
of New England and the South catering to the par- 
ticular needs of the textile mills. In parts of Penn- 
sylvania, West Virginia, Kentucky, Illinois and other 
coal producing states, distributors are set up to serve 
the special needs of the coal mines. The oil fields 
of the Southwest, California, Pennsylvania and other 
sections have efficient distributors stocking the items 
they need, as do the lumber mills of the Northwest, 
South and Middle West. 

The public utilities, metal working plants, auto- 
motive and food industries, the metal mines of the 
West and other localized industries are served 
promptly and economically by their distributors. 




















FOOD INOUSTRIES 
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All of Your SUPPLY 


Your local distributor anticipates your 
need he has it or can secure it for 


POWER PLANT PUMPINGAND PIPING 
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NALS 
Mar: 


POWER TRANSMISSION 






Everytninc needed to keep a plant 
running.” . 
This might well be the universal slogan 
~~ of general distributors of industrial supplies, 
Wy equipment and tools, for, aside from a few 
special items, the distributor is able to sup- 


Up BSW, 
SS 
wy, oes ply everything necessary to keep the plants 
) GZ in his territory operating without interrup- 
ON tion. 
> ee The vast majority of the products neces- 
Y) sary for plant operation are always obtain- 
4, Yi, a able from the distributor’s stocks. And 
P| hey when thought is given to the variety of styles 
Q 
—<, 


and sizes in which some products are made, 








)) an idea is gained of the tremendous assort- 
\ ment of supplies, equipment and tools that 
\y Wey 
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NEEDS Under One Roof 


requirements. No matter what you 
you with a minimum of delay 
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MATERIALS HANDLING 
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oS 
| are placed within easy reach of the indus- f} \) 
trial user by his distributor. 

The accompanying figures and_ illustra- 
tions give only a bird’s-eye view of the 

} variety and magnitude of the assortment of i 
supplies on which distributors are prepared 
to give prompt, efficient and economical serv: 
ice. Some distributors’ catalogs show as 258 
many as 5,000 items, and when sizes are ITEMS 
' taken into account, the actual number of 
items carried by distributors increases in some 
cases to as many as 25,000. 

This great stock carrying service calls for 
constant effort, a heavy investment and keen 
judgment in purchasing, but your local dis- 
tributor has proved himself equal to his task. 











MACHINES AND TOOL 
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Huge Warehouses are 


HERE are 1800 warehouse 

stocks of industrial supplies 
and equipment maintained by in- 
dustrial distributors throughout 
the country to take care of the 
needs of industry. These stocks 
include power transmission sup- 
plies and equipment, small tools 
and supplies, power plant and 
pumping equipment, machine 
tools and accessories, shop sup- 
plies, heavy hardware, materials 


handling and other equipment. 
For each 167 industrial plants, 


there is a distributor with a 
handy warehouse stock to supply 
not only everyday requirements, 
but special needs as well. 
Distributors fall into five sep- 
arate classifications from the 
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| Maintained to Serve Users 


1800 Warehouse stocks of needed supplies 
and equipment offer adequate in- 
surance against plant shutdowns 








standpoint of size. The average 
amount of warehouse space oc- 
cupied by class one distributors 
is 231,000 square feet; class two, 
98,000 square feet; class three, 
51,000 square feet; class four. 
34,400 square feet and class five, 
17,800 square feet. Taking the 
average warehouse space used 
by all distributors to store essen- 
tial supplies for industry’s use, 
we find 143 square feet of space 


for every industrial plant. 
The distributor knows how to 


maintain warehouses efficiently 
and economically. His ready 
stocks of necessary supplies and 
equipment are industry’s great- 


est safeguard against costly and 
aggravating plant shutdowns. 
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“BELIEVE IT OR NOT” 





If all the money invested 
by ‘industrial distribu- 
tors in warehouse stocks 
were put into 2-inch 
black iron pipe, there 
would be enough pipe 
to reach around the 
world 51% times. 
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For every industrial plant 


To hold the stocks carried 


If all distributors’ stock 





in the country, there are 
143 feet of distributor 
warehouse space, or a 
room 10 feet by 14.3 feet, 
one story high. 


by all industrial supply 
distributors in the country, 
it would take a one-story 
building 100 feet wide and 
81 miles long. 


were stored in one struc- 
ture, it would take a build- 
ing 300 feet by 300 feet at 
the base and 475 stories 
high to hold it. 
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The 


DISTRIBUTOR’S CATALOG 


How It Saves the Industrial Buyer 
Time and Money 
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1. Cuts sales and purchasing expenses 


Si mplifies bu yin g pro cedure 


~ B® 


Speeds up ordering in emergencies 


a 


Is a definite factor in maintainin g qual- 
ity and stabilizing prices at reasonable 
levels 


+ 





5. Provides buyers with an authoritative 


encyclopedia of industrial supplies 
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The DISTRIBUTOR'S CATALOG CUTS YOUR BUYING EXPENSE 





i 


A Cross Section of 700 Manufacturers’ Lines — 
Buying Facts on 5,000 Items 
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TYPICAL general industrial supply distributor’s catalog 

is a complete cross-section of the lines of as many as 
700 manufacturers. The number of items on which buying 
data is presented runs to as high as 5,000. All “puff” material 
is eliminated—but the industrial buyer finds all the essential 
information on applications, types, sizes and list prices he 
needs to place an order intelligently. In addition many dis- 
tributors’ catalogs contain general engineering information, 
and thus they become handy reference books in industrial 
plants. Maintenance of a file of all types and sizes of manu- 
facturers’ catalogs and circulars containing all the information 
provided by the distributor between the covers of one handy 
book would involve an unending and complicated job, and 
even then it would not give the industrial buyer quickly the 
compact information he obtains from the distributor’s catalog. 

















A Double Distillation of Judgment . 


baled 


TEMS shown in the progressive distributor’s catalog are 

the result of a double distillation of judgment—that of the 
manufacturer and the distributor. The thinking distributor is 
today carefully weighing the merits of the items he shows 
in his catalog. If an item is not suitable for his customers, 
he leaves it out. At the same time, he throws the spot light 
on those items which will give the very best service. As a 
result, the products shown in the modern distributor’s cata- 
log carry the definite recommendations of the distributor issu- 
ing the book, as well as those of the manufacturers. Fur- 
thermore, the distributor makes it a point to show new and 
improved products, many of which the industrial user would 
never learn about in any other way. 

















The Buyer Is Saved Hours of Valuable Time 





F salesmen representing all of the hundreds of manufactur- 

ers whose lines are shown in a typical distributor’s catalog 
were to call on an industrial buyer during the course of a 
week, the latter would have time to do nothing else but listen 
to them. Even then, the most each manufacturer’s salesman 
could do would be to name his company’s lines and then 
pass on. But the distributor’s catalog is an ever-present 
salesman, ready to serve the buyer whenever he needs to 
place an order. 
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The DISTRIBUTOR'S CATALOG PROVIDES A COMPLETE BUYING SERVICE 





Your Greatest Friend in Emergencies 


OST industrial buyers are thoroughly familiar with all 

the buying facts on a limited number of items—items 
they are called upon to purchase frequently. But on other items 
(which include the vast majority of industrial supplies, equip- 
ment and tools), the buyer must rely on other sources for 
accurate and quickly obtainable buying information. The most 
convenient, usable source is the distributor’s catalog. It is 
the buyer’s salvation in times of emergency, for it is at his 
command every minute of every day of the year. It is sig- 
nificant that many distributors report a large percentage of 
their business comes to them over the telephone or through 
the mail; and buyers, in most instances, secure the informa- 
tion they need to place such orders from the distributor’s 
catalog. 








Millions Saved to Manufacturers in Catalog 
Expense Passed on to 
Industrial Users in 
Better Quality — 


The average manufacturer does not place his own catalog 
in 10% of the industrial plants of the country. Therefore, 
the industrial user would be without essential buying infor- 
mation on the vast majority of manufacturers’ lines were 
it not for distributors’ catalogs—unless these manufacturers 
assumed the tremendous task and heavy financial load of dis- 
tributing their own catalogs directly to the 300,000 indus- 
trial plants of the country. 





and Lower Supply Prices 


Distributors have placed an average of five catalogs in 
the hands of buying factors in each of the 300,000 plants 
of the nation at a total cost of approximately $3,000,000, an 
average of $10.00 per plant. For all manufacturers whose 
lines are shown in distributors’ catalogs to place even one 
copy of each of their own catalogs directly in each indus- 
trial plant would involve a total expenditure many millions 
of dollars in excess of the $3,000,000 it is costing distribu- 
tors to do this job. Being free from this heavy burden, 
manufacturers are able to pass the savings on to industrial 
users—through distributors—in better quality of product and 
lower prices. 
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Delivery Service 
Rendered by Distributors 


Saves 





Fast motor truck delivery is an important feature of the 
distributor’s service to his customers. 


s¢ PF N an industrial plant everything does not go along 


smoothly. Sometimes a breakdown occurs and 

when it does, the fates often decree that it should 
happen on a Saturday afternoon or Sunday when sources 
of supply are closed. 

“On Saturday we had this experience. I telephoned 
your office and Mr. Black listened patiently to our needs. 
Unfortunately, you had only one item in stock, but Mr. 
Black said he would try to locate the other items and 
telephone us of his findings. In a short time, he called 
back saying he had located the items and was picking 
them up in his own automobile for us.” 

This letter was received by a distributor recently from 
an important industrial buyer. Such occurrences are 
not unusual. The distributor renders emergency service 
to his customers on an average of 11 times a month. 
The value of such service is difficult to measure in dol- 
lars and cents. It is invaluable and can be secured from 
no source other than your local distributor. In emer- 
gency service alone, the distributor saves American in- 
dustry millions of dollars each year. Surely this is a 
sound reason why the distributor deserves the steady 
patronage of industrial buyers. 

The distributor’s organization is geared to give quick, 
efficient delivery service. On the average, there are 
four trucks per distributor and an adequate corps of 
efficient help to insure the prompt delivery of supplies. 
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Users Time and Money 


The time elapsing be- 
tween the receipt of 
an order and its de- 
livery averages 13% 
hours. The time need- 
ed for delivering local 
orders runs from less 
than an hour to a few 
hours dependiing upon 
the buyer’s needs. 

Contrast this serv- 
ice to what can be 
expected when buying 
direct from the man- 
ufacturer. The map 
of the Philadelphia 
area on page 45 shows 
that in one day freight 
and bus traffic moves 
within a maximum 
radius of 90 miles, two days 475 miles, three days 780 
miles, and four days 1065 miles. This, of course, does 
not allow for the additional time which would elapse 
in putting orders through at the factory and getting 
them to the freight or bus depot. Neither does it take 
into consideration the time necessary for picking up the 
merchandise at the local destination and delivering to 
the plant. 

A conservative estimate as to the time required for 
deliveries on items bought direct from the manufacturer 
would be from a week to ten days. In many instances 





Many distributors hold motorcycle riders ready at all 


times to fill customers’ emergency requirements. Many 
a costly interruption in plant operations has been averted 
by such service. 
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O illustrate how the 
industrial user can 
save time by having his 
| supply needs filled by 
his local distributor, con- 

} sider the case of a direct 
selling manufacturer lo- 


—_— —<— <<. 
7 4™MORNING oy 
ee i 


C franno 





MINNEAPOLIS 


| 7320 MORNIN 












7 GREEN BAT) 
cated in Philadelphia. 


The accompanying map / 
shows the time required 
| 





MILWAUKEE ! 


for him to ship goods poiour ciry 
direct to users at various \ 
points. For instance, an 
industrial user in Mil- 
waukee would not have 
his needs filled until the 


fourth morning after the 






KANSAS CITY 


















manufacturer _ received ; yR6 
his order. And this does ST LOUIS Ge ail ee 
not take into account the : mas 
} time required for mail to 2 go EA. 7 
| carry the order to the =f 
factory, for the routine “al 
progress of the order ¢ 
through the plant, and 
for pickup at the freight mare 








depot and delivery to 
the customer. Contrast 
j this time to the 13%- 


“ — BIRMINGHAM 
™~ 


c 
caussmg® DISTRIBUTION AREA 
3 FROM 





7h 





: ‘ SAVANNAH PHILADELPHIA 

hour rege > ~ ieee , Ace 

ener a : wana § MOTOR TRUCK & RAILROAD FREIGHT 
u 


they serve. 


PHILADELPHIA BUSINESS PROGRESS ASSOCIATION 
JACKSON wy 


uso 18° MORNING mania an eae 
—--— 2enomung ~~~ 4™ NORM 











it would take much longer. As the time 
factor is an important one in the opera- 
tion of industrial plants, it is apparent 
that the quick delivery service rendered 
by local distributors is an item worthy 
of thoughtful consideration. 

In addition to the time element, there 
is a definite money-saving to consider. 
The distributor gives store-door delivery 
service. Qn items purchased direct, it 
is usually necessary to pick them up at 
the freight depot. The expense of 
pickups, including the operation of the 
trucks and the driver’s time, must be 
added to the cost of the merchandise. 

Particularly in large centers consid- 
erable time is lost in making pickups 
because of congested traffic conditions. 
Wasted time costs money and industrials 
can ill afford to absorb such losses. 

And, finally, the delivery service 
maintained by distributors relieves the 
industrial buyer of a great deal of need- 
less worry and burdensome effort. 





The average of 131% hours for delivery service 

maintained by distributors includes all time in- 

volved from the time the order is placed to actual 
receipt of the goods in the customer’s plant 
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The DISTRIBUTOR zs 


—and his buyin g expertness is a 





The distributor knows the needs of the industrial 

plants of his territory. He uses this knowledge 

effectively in making his stock selections. He places 

himself in the position of his customers when he 
buys for stock. 





He has a reputation to uphold. Therefore, he uses 

every precaution to be sure that the items he pur- 

chases measure up to high standards of service. 

His lines carry a double guarantee—his own, as 
well as the manufacturers’. 


important functions of the dis- 

tributor. His success in business 
is based primarily on his ability to se- 
lect the supplies that will fill the needs 
of the industrial plants of his territory 
adequately. 

The distributor’s purchasing ex- 
pertness results from a_ thorough 
familiarity with the needs of his cus- 
tomers and a wide acquaintance with 
the lines of manufacturers of all types 
of supplies. In the one instance, his 
contact with industrials is much more 
frequent and more intimate than that 


ao LASING is one of the most 





Except in emergency orders for items not carried 
in stock, he devotes much more time and investi- 
gation to the selection of lines than the plant buyer 
could afford to expend, for he knows his customers 


rely on his rec datic 
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of the manufacturer selling direct. He 
realizes that, if he is to be the regular 
supplier of these industrials, he must 
know their requirements, and fill 
them satisfactorily. So he is con- 
stantly making studies that enable 
him to judge the merits of every item 
he buys according to the standards of 
his customers. 

On the other hand, it is his business 
to know manufacturers of supplies. 
He can afford to devote more time 
and study to the selection of items 
than can the plant buyer, and, because 
of his constant investigation of lines, 
he has opportunities for comparisons 





your Purchasing Agent 


definite safeguard to your interests 


that do not often come to the indus- 
trial buying direct. Furthermore, the 
distributor’s knowledge of the experi 
ences of many plants on which he 
calls with various types of supplies 
makes him a keen judge of what will 
serve all his customers most satisfac: 
torily. 

When the distributor selects an 
item and offers it to his clientele, that 
item carries his stamp of approval, as 
well as the manufacturer’s. His need 
for maintaining his reputation as a 
general supplier will not permit bias, 
a desire for selfish gain or careless- 
ness to affect his buying selections. 





His close relationship with many manufacturers and 
his thorough knowledge of the field enable him to 
put through emergency orders efficiently and in a 


ee 





The very nature of his set-up as the buyer for the 
industrial community provides him with facilities 
unattainable by most industrials. He saves the plant 
buyer hours of valuable time in interviewing man- minimum amount of time, saving the plant buyer 





ufacturers’ salesmen. needless worry at critical moments. 
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Your Local Distributor 
Facilitates Credit Arrangements 


His close personal contact with the industrials in his territory 

gives him a definite advantage over manufacturers selling 

direct, who are limited by formal ratings in granting credit 
to many potential buyers of their lines 


Y OTHING is more 

N important to the 

majority of indus- 

trial buyers than the estab- 

lishment of — satisfactory 

credit relations with sources 
of supply. 

Were it not for distribu- 
tors, this would be a par- 
ticularly § diffeult problem 
for more than 70‘ of the 
manufacturing establish- 
ments of the United States, 
the normal annual individ- 
ual production of which has 
a value of between $20,000 
and $100,000. 


A majority of the plants 
in this classification have 
ratings which limit manu- 
facturers in extending 
credit. The manufacturer, 
far distant in many cases, 
encounters delay and ex- 
pense in carrying on a 
credit investigation, if he 
finds it profitable to make 
one at all. Meanwhile, the 
industrial plant — suffers 
from a lack of quick and 
satisfactory service. 

But the distributor is 
close to all his customers 
and potential customers. He 
knows that credit ratings 
or a lack of them—do not 
always tell the entire story 
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"Shall we give them credit?” 
Needs further investigating 


| 





of a company’s financial re- 
sponsibility. Such factors 
as personal character, his- 
tory of past activities, im- 
mediate and future business 
prospects, and other influ- 
ences not revealed in cold 
financial ratings are in- 
volved. And these can only” 
be known to such a man 
as the local distributor, 
who has frequent personal 
contact with the buyer. 


In addition, the industrial 
user can buy in smaller 
quantities from his local 
distributor and thus cut 
down the amount of credit 
needed to maintain suffi- 
cient stocks of supplies, 
equipment and tools io 
keep his plant in operation. 
Likewise, when special pay- 
ment plans are necessary, it 
is easier to deal with one 
source of supply than to 
make satisfactory arrange- 
ments with a large number 
of manufacturers. 


There is no doubt but 
what the superior credit 
service provided by distrib- 
utors, particularly during 
the last few years, has won 
over many industrial users 
who formerly bought direct 
from manufacturers. 
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information on price changes 


5. Why It Pays to Buy from the Dis- 


tributor—A Summary 


ful ideas to plant men 
4. Distributors’ salesmen bring advance 
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2. Service rendered on new and im- 
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What the Personal Sales Service 


50 


Rendered by Distributors 
Means to Industry 


N addition to the functions of warehous- 
ing, purchasing, delivery and credit ex- 
plained in the preceding section, the 

distributor offers another important service 
to industry, that of personal selling. 


As there are six salesmen per house, on the 
average, the distributor is able to offer his 
customers a personal sales service obtainable 
in no other manner. Being right on the spot, 
the salesman can bring you immediate in- 
formation on new and improved products 
and contemplated price changes. Further, he 
is always at your call to serve as a consultant 
on proposed purchases of industrial supply 
items. When adjustments are necessary, 
you'll find him mighty helpful, too. 

The distributor's salesman is a man every 
industrial buyer ought to cultivate. He’s 
qualified by education and experience to take 
care of industry's supply needs satisfactorily. 

Because of the presence of distributors 
strategically located throughout the country, 
industrial buyers have ready access to many 
important industrial products which other- 
wise might never be brought to their atten- 
tion. Other products, if it were not for the 
distributor and his salesmen, would be much 
higher priced than they are now. These 
facts become apparent when it is realized 
that there are 94,000 consumer prospects for 


the average industrial supply item, that a 
consumer call costs a manufacturer $2.50 at 
a minimum and that it takes on the average 
at least six calls a year to service an individual 
consumer account properly. 


The cost per call, per item of the distribu- 
tor’s salesman is obviously but a fraction of 
the manufacturer's sales cost, because the 
former spreads his expenses over many lines 
while the latter must shoulder the entire 
burden himself. 


Manufacturers tell us that they would 
have to increase their sales forces 321% were 
it not for the distributor and his salesmen. 
According to a survey recently conducted 
by the American Supply and Machinery 
Manufacturers’ Association, the average sal- 
ary of an industrial supply manufacturer's 
salesman amounts to $3,072.60 a year. Is it 
not apparent, therefore, that a 321% in- 
crease in manufacturers’ sales forces would 
add considerable to the present prices of 
industrial supplies? 


HE importance of the distributor's sales- 

man to industry should not be under- 
estimated. He's a practical, well-informed 
individual and a man who can and does save 
his customers time and money when given 
half a chance. 
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Place Your Buying Trust in 
Your Distributor’s 


la eh 
Salesman re 





The distributor’s sales organization 
is geared to serve you efficiently 


and quickly 











1. There is one industrial distributor for every 167 industrial 
plants in the country. Because many industrial plants buy from 
more than one distributor, the average number of customers on a 
distributor’s books runs 1,380. 


4 








2. On the average there are six salesmen per distributor. 


fi) 
¥ 
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> The distributor’s salesman is a high type individual, on the 
average a high school graduate. 





4. The distributor’s salesman is a man well-qualified to serve 
t you. The typical salesman is thirty-eight years of age and has had 
f 14 years of supply house experience. In addition to their supply 
] house experience, 259 of distributors’ salesmen have had actual 
plant experience serving as purchasing agents, storekeepers and plant 
men. Others have had experience with manufacturers. Hence, 
distributors’ salesmen are exceptionally well qualified by experience 
to take care of your needs to your entire satisfaction. 


ok Earnings of the distributor’s salesman run well above the 





average as they would have to, to attract the high calibre of men 
they do. On the average, the distributor’s salesman is paid $2,715 
yearly, 


ore 


saul 





6. The distributor’s salesman makes 12 calls a day on the average. 
Obviously, salesmen allocate their calls to fit the needs of their 
customers. Certain plants are contacted daily, others less often. 
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Your Distributor’s Salesmagbr 


on New and np 


In 1932 alone hundreds of new produqgwe 


URING the past several years hun- 

dreds of new and improved indus- 

trial products have been developed 
and numerous others are in the making. In 
inany instances, these products are super- 
seding others which were formely used. 

New products are definite factors in im- 
proving the quality of manufactured prod- 
ucts and cutting manufacturing costs. The 
industrial plant which hopes to stay abreast 
of the times must keep informed on new 
product developments. The distributor 
helps you to keep in touch. Often, he has 
advance information which he can pass on 
to you. Some distributors introduce as 
many as 200 and more new and improved 
products yearly which they deem worthy 
of their support and your consideration. 
The average distributor markets 20 new 
products each year. 

Because the distributor is nearby and 
thoroughly familiar with the requirements 
of local plants, he can save hours of valu- 
able time by bringing to the buyer’s atten- 
tion only those items which fit his needs. 

Without the distributor, many new prod- 
ucts of real merit would never be marketed, 
because the tremendous expense involved 
in launching them direct would stand as an 
insurmountable barrier. 

A typical example of how important is 
the distributor in placing new products in 
the user’s hands at a minimum cost, may be 
seen in the experience of a well-known 
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yproved Products 


ug were introduced through the industrial distributor 
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manufacturer. This manufacturer made a 
startling improvement in his product, the 
most important development in the particu- 
lar field in more than 50 years. Because 
the manufacturer marketed his line through 
distributors, he was able to secure adequate 
distribution immediately through strategi- 
cally located sales outlets throughout the 
country. 

Because of his distribution set-up, the 
manufacturer was able to put his new prod- 
uct into the hands of the ultimate user for 
$5.00, whereas the cost would have been 
$10.00 if he had been forced to sell without 
the distributor’s aid. 

Manufacturers state that personal dem- 
onstration of new products, missionary 
work, following up of direct inquiries and 
spot stocks are the most important services 
on new products rendered by distributors. 
Because of the distributor’s services, new 
industrial products are brought to your 
attention quickly and at low cost. You can 
make product tests in cooperation with the 
distributor and your requirements will be 
taken care of immediately from local 
stocks. 

When a new product is brought to your 
attention by your local distributor, you 
may be assured that you are paying no pre- 
mium for unnecessary sales expense. Fur- 
ther, the product comes to you with a dou- 
ble guarantee, the distributor’s as well as 
the manufacturer’s. 
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HOW DISTRIBUTORS 
AID IN MARKETING 
NEW PRODUCTS 


1 
Make personal 
demonstrations 


2 


Perform missionary work 


3 


Follow up direct inquiries 
quickly 
+ 
Make available spot stocks 


5 
Reduce the sales expense 
involved in getting new 
items into the buyers’ 
hands 








Your Distributor’s Salesman 
Isa Clearing House for 


Production and 


ISTRIBUTORS'’ sales- 
men, by virtue of their 
training and broad 
sales experience, are able to 
pass along to their customers 
invaluable suggestions on the 
installation and use of sup- 
plies, equipment and_ tools. 
These suggestions not only re- 
sult in improved efficiency, but 
effect savings of tremendous 
proportions in industry, 
Many distributors’ salesmen are graduate engineers. 
Others are skilled mechanics. 
former shop superintendents or 
heads. 


Frequently, they are 

factory department 
All of them have profited by invaluable experi- 
ence in selling a wide variety of supplies, equipment and 
tools to many different types of manufacturing and 
service establishments. 

They carry this accumulated knowledge with them 
as they call on customers and prospects. 
and guide the purchasing 
agent in his selections. 
Where they have access 
to the working depart- 
ments, their trained eyes 
enable them to pick out 
many places where new 
equipment can be in- 
stalled to the greater sat- 
isfaction of the buyer, 
and at noteworthy sav- 
ings in cost. 


They advise 


An idea of how indus- 
trial buyers learn to rely 
upon distributors’ sales- 
men for authoritative ad- 
vice on equipment may 
be gained from the fol- 
lowing comment from an 
important distributor. 

“A local pottery will 
make no changes without 
consulting our man,” he 
writes. “They say he is 
the best posted mechan- 
ical man with whom they 
have come in contact. 

“Officials of a local 
coal company say they 


54 





A distributor’s salesman gives interested plant 
officials his idea as to how the job can best 
be done. 


Maintenance Ideas 


His training and experience have enabled him to accumulate 
a wealth of ideas, which he passes along in suggestions for 
improving plant efficiency and lowering operating costs 


never buy any new equipment without first seeking 
the advice of another of our men. They state his advice 
has saved them many thousands of dollars.” 

Another distributor gave the following example of 
how his salesmen’s suggestions benefit customers: —- 

“One of our salesmen had occasion to recommend and 
sell a ball bearing hanger installation on a cold drawing 
wire machine, on which the customer had been experi- 
encing considerable difficulty because of the main shaft 
breaking on an average of 
once a week. Checking on the 
performance of the machine 
for six months after the new 
hanger installation, our sales- 
man found that the machine 
had never been idle from a 
breakdown during that pe- 
riod.” 

A third distributor goes so 
far as to state that 75 percent 
of a good salesman’s sales are 
the result of constructive sug- 
gestions he is able to make to 
customers because of his in- 
valuable experience. 

“We recently had a custom- 
er trying to do a job with in- 
correct abrasive paper,” says 
another distributor in discuss- 
ing this subject. “The sales- 
man had another customer who 
was doing a similar job with 
another grade of abrasive and 
having much better success. 
He suggested to the first men- 
tioned customer that he try 
this other grade and the latter 
did so, with good results. 
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“Our salesmen also often make very constructive sug- 
gestions to customers for improvements and cost savings 
in drilling operations.” 

How specialty salesmen employed by distributors ren- 
der valuable service to customers in the way of sugges- 
tions is indicated in this comment by a distributor: 

“We have one specialty salesman on small tools who 
is a trained tool maker and designer. He was formerly 
a tool shop superintendent. He probably makes valuable 
suggestions to customers on an average of once a week. 
We believe, also, that our men make important sugges- 
tions in regard to our customers’ pipe, valve and fit- 
tings problems at least that often.” 

Still another distributor writes: 

‘In selling a certain line of screws, we introduce simi- 
lar adaptations in various plants. The same is true of 
the sale of the electric tools we handle, as well as hack 
saw blades. The instances of the valuable suggestions 
we make to customers are really too numerous to men- 
tion, as we specialize on selling our lines on the basis 
of known needs and the similarity of operations.” 

Following is a significant statement from another dis- 
tributor executive : 

“Our salesmen are continually citing their experiences 
in contacting master mechanics on all types of mechan- 
ical devices. Suggestions are always made by our sales- 
men regarding the proper installation of specialties 
offered.” 

Another definite example of the value of suggestions 
is the following given by a distributor: 

“Recently one of our men observed that a certain 
plant was using a certain kind of pipe to good advan- 
tage. He immediately saw where he could recommend 
this same pipe to others of his customers. His valuable 
suggestion resulted in several fine orders on this pipe 
for our firm.” 

It would be possible to go on endlessly citing examples 
of how distributors’ salesmen 
serve their customers by import- 
ant suggestions and recommenda- 
tions. But these few are suffi- 
cient to illustrate the point. 

The sentiment of industrial 

users who have learned the value 
f suggestions made by distribu- 
tors’ salesmen, and are profiting 
by them, is summed up in the 
following statement from a 
prominent manufacturer of sup- 
plies who not only sells his prod- 
ucts through the distributor but 
ilso buys his supplies, equipment 
ind tools from him, 

“The distributor’s salesman, in contrast to the repre- 
sentative of the manufacturer, comes in, sure of him- 
self and of his welcome,” this manufacturer writes. 
“We know him by his first name and we know that, in a 
sense, he is a purchasing representative for us, a man 
who will advise the best material for the particular ap- 
plication. 

“While it is true that the distributor probably han- 
dles only one line of its kind to avoid duplication of 
stock, there are many instances where he can suggest 
accomplishing a job with the best of several possible 
tools or materials, Take belting, for instance. The dis- 
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tributor handles all types, so he is in a position to rec- 
ommend the best type for the job at hand, whereas a 
manufacturer of a certain type of belting would be 
inclined to fight hard for the business even though a 
competitive product might be more suitable. 

“The same thing holds true with many other items 
and it has been our experience that the distributor’s 
salesman, because of his varied experience in plants of 
all kinds, is capable of advising the best medium for 





As these photographs suggest, the ef- 

forts of distributors’ salesmen to advise 

and help their customers take them 
into every corner of the plant. 


the accomplishment of specific jobs.” 

You can look to distributors’ 
salesmen for ideas on how to im- 
prove plant efficiency and reduce 
plant operating expenses, and you 
can rely on these men for sugges- 
tions and advice, since they are con- 
stantly thinking in terms of plant 
efficiency and economy—not only because of their desire 
to sell, but because they develop a sincere personal inter- 
est in the welfare of the plant buyers with whom they 
do business regularly, 

Get better acquainted with your local distributors’ 
salesmen. You'll find them mighty handy fellows to 
have around, not only to pull you through emergencies, 
but to take care of your everyday industrial supply re- 
quirements. You'll soon find yourself relying on them 
for advice on many supply problems, and the sugges- 
tions they make to you will frequently point the way 
to definite savings. 








When Price Changes ave Imminent 
Your Distributor’s Salesman 


Will Advise 





S often as 100 times a year your distributor's sales- 


man may be in a position to pass on to you 
information on price changes. The 
average number of times during 1932 which vital price 
information was brought to buyers in advance by dis- 
tributors’ salesmen was 15. Think of what this means 


A advance 


in money savings, 

If, for example, a buyer is contemplating a quantity 
purchase of certain supply items, the price of which his 
distributor’s salesman knows will be increased soon, the 
tip to place the order now to protect himself, even 
though he is not in immediate need, may easily result 
in a worthwhile saving. 

Conversely, if a buyer places an order for items today 
and his distributor’s salesman has advance information 
that the prices are to be lower in the immediate future, 
advice to that effect would also save the purchaser 
money. 

The distributor’s salesman is much more likely to 


advise you of price changes than the manufacturer’s 


Ou 


When new prices are to be put into effect, you can 
count on your distributor’s salesman to tip you off. 


because he has much more at stake. It is the distribu- 
tor’s business to take care of the entire supply needs of 
industrial plants, involving the lines of many manufac- 
turers. He realizes that helpful advice on one line will 
help him in developing business on other lines as well 
as in holding that which he already has. 

The manufacturer, on the other hand, has nothing at 
stake excepting the business on his own line, which in 
the case of an individual plant may be insignificant. 
He, therefore, is not so apt to feel it is his duty to advise 
users in advance of contemplated price changes. 

The service rendered users by distributor’s salesmen 
in passing on advance price information, as valuable as 
it is in ordinary times, takes on a new significance now, 
as every indication points to a rise from present price 
levels. You can depend on your distributors’ salesmen 
to keep vou posted. 
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Why it 1s Good Business 
for users to BUY 
from the Distributor 


A SUMMARY 





@ Because by buying from the distributor, users can reduce their stocks to a minimum. 


Because buying from the distributor permits a maximum number of stock turnovers and it is a 
fact that the higher the turnover, the lower the cost of maintaining stocks. 


Because buying from the distributor makes it possible to reduce losses from depreciation and 
obsolescence. 


Because buying from the distributor enables a user to reduce handling and transportation costs 
to a minimum. 


Because warehousing expenses are less when industrial supplies are purchased from the dis- 
tributor. 





Because less capital needs to be tied up in supply stocks and thus savings are made on interest 
charges while capital is released for produtive purposes. 


Because the distributor consolidates many items on one order, thus effecting definite money- 
savings on the placing of orders, payment of bills, and office accounting. 
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@ Because the distributor offers immediate delivery from local stocks. 


oO 
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Because the distributor permits of a wide selection of a great variety of items. 
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Because the distributor gives emergency service, thus preventing costly plant shutdowns. 
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—_ 
Aa 


Because the distributor makes available immediate price and catalog information. 


12 Because distributors’ salesmen have close personal contact with their customers and thus have 
® a more intimate knowledge of their needs. 


13 © Because the distributor facilitates the flow of credit. 


14 
15 
16 


Because the distributor expedites the handling of complaints and adjustments. 


Because the distributor offers a double guarantee on products sold, his own as well as the 
manufacturers’. 


Because the distributor is a local institution and by patronizing him you help build up the com- 
munity of which you are a part. 
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These Industrial Leaders Agred th 


Modern Business Needs the Distributor 
N these days, every agency of business is under scrutiny as to its real value in expe- 
diting the change of products. This scrutiny appraises the industrial distributor as 
a distinct ally to modern business. 





As consumers become aware that they may depend upon distributors for imdustrial 
supplies, they may reduce their own stocks at a saving. This tends to obviate the 
accumulation of unnecessary supplies, and being concentrated with the distributor, 
manufacturers may obtain a better knowledge of reserve supplies which assists mate- 
rially in enabling them to adjust their production to the needs of the market. 

Many items of industrial supplies are, from their very nature, required only occa- 


F. W. Sargent sionally or in emergencies, which makes it difficult for the individual user to anticipate 
his requirements. Under such circumstances, a central supply available to all consumers 
is of distinct value. To be a successful distributor, then, requires an intimate knowl- 
edge of the needs of customers. To master the technical information pertaining to the 
requirements of industrial plants is a real achievement and to supply their needs as : 
they arise requires more than ordinary ability—FRED W. SARGENT, president, 
Chicago and North Western Railway. 








Distributors Are Essential to Industry’s Well-Being 


ITH production at low ebb and maintence inventories reduced to bed rock, it is 
my belief that the industrial distributor who scents every trail for potential busi- 
ness and develops a sales force of practical engineers will be able to weather the storm 
clouds better than either manufacturer or user.—C. W. NASH, chairman of the board, 
C. W. Nash The Nash Motors Company. 








The Distributor Has a Real Opportunity to Strengthen His Position 
BELIEVE the distributor has a greater opportunity to strengthen his position as an 
important link in the manufacture-user chain today than he has had within the past 

decade by tying in closely with the nationwide program of rehabilitation work now in 
progress. 

There has been a distinct change in attitude on the part of the industrial buyers 
recently, due I believe to two factors. First, their orders have shown a steady increase 
during recent weeks and second, bank credit has eased perceptibly. Bankers, who a few 
months ago refused to make any loans whatsoever, are now offering 30, 60, and even 90 
day credit to soundly managed industrial companies which need capital for modernizing 

their plant equipment to meet increased production schedules. It is my sincere belief 
Spee that the distributor who falls in step with the national program for rehabilitation should 
receive a fair share of these contemplated purchases—N. G. SYMONDS, vice-presi- 
dent in charge of sales, Westinghouse Electric and Manufacturing Company. 


Fo ae 





Buying from the Distributor Is Real Economy 

W* are definitely convinced that, year in and year out, it is real economy to buy as 

you need rather than to anticipate requirements months in advance. This is par- 
ticularly true of maintenance supplies. Many times when industrials buy direct, they 
are saving pennies on the original cost and throwing away dollars on storage rental, 
heat, light, insurance, taxes, handling, depreciation, obsolescence, interest and clerical 
help. We find it is far more economical to allow the industrial distributor to anticipate 
our industrial supply needs than to assume this responsibility ourselves —H. L. NUNN, 
H. L. Nunn president, Nunn-Bush Shoe Company. 
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The Distributor Enables Us to Keep Inventories at a Minimum 
N' YTHING is so permanent as change; change in processes, change in methods, 
change in machinery. In order to meet changes efficiently and successfully, it is 
necessary to be able to adapt materials to new uses and conditions on short notice. 
Hence the “right size” stocks are essential to the successful conduct of any business. 
By “right size’ I mean the maintenance of minimum inventories so that if it seems 
desirable to make a change, it can be done equitably. 

Take plant maintenance supplies for example. When it becomes advisable to replace 
a machine, it is good management not to hive a heavy stock of costly repairs on hand. 
It is an established Armour policy that quick turnover should apply to maintenance sup- 
plies as well as raw material and finished product. 

Therefore, in order to reduce manufacturing and packaging costs, we try to keep 
our maintenance inventories down to a minimum, commensurate, of course, with effi- 
cient production. Industrial distributors, with their ready warehouses and prompt serv- 
ice, make this plan feasible—T. G. LEE, president, Armour and Company. 


Distributors Anticipate Our Industrial Supply Needs For Us 
N these times of economic stress, manufacturers are generally finding it more econom- 
ical to market their products through progressive distributors and users have been able 
to reduce their maintenance inventories by turning to the distributor for daily needs rather 
than buying in large quantities direct. 

I have noted a growing tendency on the part of distributors to capitalize on this 
condition with a view to establishing their position against the day when the line on the 
sales chart will take a definite upward swing. This is evidenced not only by the high 
degree of service they are rendering, but by the ability of their sales forces to study the 
requirements of the user and to apply the right product to specific conditions. 

Our own storehouse is a typical example of this about-face in the economic scheme 
of things. Formerly, it bore all the aspects of a distributor’s warehouse. Now, instead 
of maintaining abnormal stocks of our own, we are allowing the distributor to anticipate 
our industrial supply needs for us. Thus, we have been able to cut down our mainte- 
nance inventory, effecting a worthwhile saving which has been passed on down to our 
customers.—GENERAL OTTO H. FALK, chairman of the board, Allis-Chalmers Man- 


ufacturing Company. 


Buying from the Distributor Is a Profitable Convenience 
HILE the industrial distributor deals in material things, his importance in the 
industrial world is the result mainly of certain useful services which he renders. 
There is an evident convenience in buying supply items from one source, thus avoid- 
ing a multiplicity of small transactions with the great amount of detail they involve. 
3usiness conditions have forced manufacturers to cut costs drastically. Reducing 
maintenance inventories to a minimum has been one effective means of cutting costs. 
As a result of the drastic reduction in supply inventories on the part of industrial 
plants, conveniently located distributors, giving prompt and satisfactory service, have 
an increasingly useful function. 
Distributors’ salesmen can and often do become so familiar with plant conditions 
that they are able to contribute practical suggestions to plant men—WALTER J. 
KOHLER, president, Kohler Company. 
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It’s Cheaper to Buy from the Distributor 

HERE is nothing wrong with the distributor’s service, but there is something 

wrong with the user’s demands. He orders a 10-cent item today and expects 
delivery yesterday. All of us expect rush service in the case of breakdowns or other 
emergencies, but there are many buyers who are chronic rush addicts. Surely they 
could be reformed if the high cost of emergency service was explained to them. 

With this difficulty overcome, the distributor should stand in a fair way to strengthen 
his position for I believe every manufacturing plant has learned its lesson on carrying 
large maintenance inventories. We know it’s cheaper to pay the distributor’s profit than 


S 
to “hold the bag” on huge inventories —T. FRIEDLANDER, vice-president, Phoenix 
Hosiery Company. 


Distributors Enable Us to Meet Maintenance Problems 


: I ‘O a large extent, we owe our success in meeting maintenance problems to the fine 





sales cooperation rendered us by industrial supply salesmen in analyzing our prob- 
lems and suggesting solutions —-GEORGE W. LOVELAND, president, Buffalo Shale 
Products Corporation. 


The Distributor’s Services Entitle Him to Our Business 


MAN may be a good carpenter or a good shoemaker, but he is not likely to be 
an outstanding success in both vocations. This thought applies also to the dis- 
tinct fields of manufacturing and distributing. 


We buy from distributors because their organizations are devoted entirely to a study 
of our needs. This specialization results in a quality of service that justifies our busi- 
ness.—S. ODENHEIMER, president, Lane Cotton Mills, New Orleans. 


The Distributor Is Indispensable 


W°" prefer to let the distributor carry supplies which we use, rather than to have 
enormous stocks in our own warehouses. 


If we bought maintenance supplies direct, we would have to increase our warehous- 
ing and stores departments to handle them. In addition, our carting expense would be 
multiplied for we would be constantly running to the freight depot to pick up small 
shipments. Then, too, we would have troubles arising from shortages and damaged 
shipments, which would have to be adjusted by correspondence. We would also in- 
crease our number of orders tremendously. Instead of ordering 20 items on one order, 
as we can do with the distributor, we would have to write out 20 separate orders, and 
pay 20 separate bills. This increased purchasing detail would involve a multiplication 
of expense all out of proportion to any small savings in original price which might be 
secured, Our own experience proves to us that the distributor is indispensable—E. E. 
KRETSCHMER, director of purchases, Chicago Rapid Transit Company. 


It Would Be Difficult to Duplicate the Distributor’s Services 
| guoccncanig- iy have prophesied the passing of the industrial distributor for half a 
century, but the progressive user knows that it would be hard to fill his shoes if 
he were to pass out of the picture. 


It would be difficult to duplicate the distributor’s functions which include the fur- 
nishing of warehouse facilities, anticipation of price fluctuations, giving day and night 
service, supplying emergency repair parts, maintaining adequate stocks of a large vari- 
ety of items, giving immediate price and catalog information, reducing users’ account- 
ing and other clerical costs and giving a double guarantee with every item sold, his 
own as well as the manufacturer’s—LEATHEM D. SMITH, president, Leathem 
Smith-Putnam Navigation Company; president, Leathem D. Smith Dock Company. 
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Buying from Distributors Reduces the Cost of Supplies 

N the past, we have carried relatively large stocks of non-productive supplies. With 

the general curtailment of business, however, our consumption of a great many of 
these items has been very much reduced so that now we find it more profitable to buy 
such material from the distributor rather than attempt to stock the items ourselves. 
This change in our policy has not only reduced our inventory but, considering the cost 
of stocking the items ourselves, the ultimate cost to us is less when we buy from 
the distributor—G. H. BANCROFT, purchasing agent, The Willys-Overland Co. 


Why It Pays to Patronize the Distributor 

HE ordinary consumer uses most manufactured products in such small amounts 

that the cost of distribution when sales are made direct by the manufacturer is 
prohibitive. The distributor is in a position to buy from many manufacturers in such 
quantities as to make his account attractive, He, in turn, can then offer the consumer 
a wide selection of industrial goods giving him much better service and a lower net cost 
than if the purchases were made direct.—L. E. LEVERONE, vice-president and general 
manager, Stein-Hall Manufacturing Company. 


The Distributor Enables Us to Fit Expenses to Our Business 

“HE high cost of selling direct has become apparent to many manufacturers since 

orders have shrunk in volume. On the other hand, quantity buying is but a pleas- 
ant memory with most large industrial plants. Now that they are forced to buy for 
immediate needs only, they are naturally returning to the distributor for through him 
they can procure hand-to-mouth buying privileges. 

In our own case, we are purchasing our industrial supplies from the distributor, 
because we can secure them as we need them. We no longer have stock on hand which 
has become shopworn or outdated. The distributor, by thus reducing our stocks and 
giving us immediate service, is helping us to fulfill the first law of commerce: “fit your 
expenses to your business.’-—LUDINGTON PATTON, vice-president, Pittsburgh 
Plate Glass Company. 


Distributors Save Us 25% on Maintenance Inventory Costs 

IGURES just compiled show that our maintenance and repair bills average $5,000 

a month, most of which goes to local diistributors. If we could not draw upon the 
stocks of the distributor and take advantage of his service, we would have to step up 
our maintenance inventory so that it would cost us 25° more to keep our plant oper 
ating at maximum efficiency. 

In order to carry out a conservative and wisely planned modernization program, it 
has been our observation that industry at large is depending more and more upon the 
steady stocks, near-by warehouses and prompt service of the industrial distributor, 
particularly since the change in economic conditions has made necessary hand-to-mouth 
huving—JOHN L. BORCHARD, president, Hummel and Downing Manufacturing 
Company. 


Our Established Policy Is to Buy from the Distributor 
| ! is an established policy with our company to purchase industrial supplies from 
local distributors whenever possible. In carrying out this policy, I have had def- 
initely in mind our local position as a public utility and feel that all the money spent 
with local distributors is for the good of the whole community. 

You may call it reciprocity if you like, but it is more than that. Buying from the 
listributor affords us a much better chance to keep in close touch with market condi- 
tions through frequent contacts with distributors’ salesmen. 

Distributors know our purchasing policies and respect the confidence we place in 
hem by seeing to it that we get the best available prices and passing on to us advance 
information on probable changes in market conditions —P. C. PADDOCK, purchas 
img agent, Market Street Railway, San Francisco, California. 
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The Straight-Line Method of Industrial 
Distribution is from Manufacturer 
to Distributor to User 
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DISTRIBUTORS SELL ALL 
NEEDED INDUSTRIAL SUPPLIES 


Small Tools 

Power Transmission Equipment 

Shop Supplies 

Power Plant and Pumping Equipment 
Heavy Hardware : 

Materials Handling Equipment 
Materials Handling Equipment 

and other Essential Supplies 


You Save when you Buy from We 
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ye DISTRIBUTOR 


1800 industrial distributors purchase indus- 
trial supplies and equipment from more 
than 3,000 manufacturers and distribute to 
300,000 industrial plants. By the service 
he renders, the distributor saves buyers’ 
time, money and expense. There’s no 
other source of distribution for industrial 
supplies that can approximate the indus- 
trial distributor from the standpoint of 
efficiency or economy. 














DISTRIBUTORS SERVE ALL 
TYPES OF INDUSTRIAL PLANTS 


Food Products Plants 
Metal Working Industries 
Process Industries 

Textile Industries 

Marine Industries 

Mines 

Woodworking Industries 
Utilities and Others 
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of the fine cooperation of those organizations and individual 
companies which gave so freely of their experiences for use in 
connection with this issue of the magazine. Without such aid, 


the complete, authoritative studies presented here would have 
been impossible. 


It is our hope that the facts concerning industrial distribu- 
tion set down on the foregoing pages will be useful to manufac- 
turer, user and distributor alike and that they will result in the 
making of further investigations by individual concerns. Such 
action is necessary if the waste in distribution which is costing 
industry millions of dollars annually is to be eliminated. 


The editors of MILL SUPPLIES are particularly indebted to 


the following organizations and wish to thank them for their help- 
ful contributions: 


The Joint Merchandising Committee of the Mill Supply 
Business . 


The Bureau of Foreign and Domestic Commerce 
The Philadelphia Business Progress Association 


American Iron and Steel Institute 


American Supply and Machinery Manufacturers’ Asso- 
ciation 


National Supply and Machinery Distributors’ Association 
Southern Supply and Machinery Distributors’ Association 


In addition, we acknowledge the splendid assistance of the 
many industrial plants which provided facts concerning the cost 
of carrying supply stocks, the manufacturers of industrial sup- 
plies who contributed valuable data on distribution costs and 
the hundreds of industrial distributors who provided vital infor- 
mation concerning their organizations and services. 
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you can secure Osborn Brush Service from the Osborn 
Distributor in your vicinity. 


you can secure efficient, economical brush service at 
lowest end-of-service cost. 


YOU CAN BENEFIT 





from the combined facilities of Osborn and Osborn 
Distributors by purchasing— 


FROM THE OSBORN DISTRIBUTOR 
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“‘TUNE IN’’ on OSB(R 


Radio is ORGANIZED DISTRIBUTION. Radio makes far-distant talent 


readily available. 


Osborn does likewise. Through a nation-wide "hook-up" of Osborn ‘'Brush 
Conscious" Distributors, Osborn Brushes are readily available—ready to 
deliver maximum performance at lowest end-of-service cost. 


SIMPLIFY your brush purchasing. CENTER responsibility. MAKE SURE that 


every dollar spent for brushes is wisely spent. 
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tibutors Blankets the Nation 























(RN BRUSH SERVICE 


“TUNE IN" on Osborn Brush Service. Use the facilities of 


your Osborn Distributor. He can save you money. He can serve you 
well! 





THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Ave. Cleveland, Ohio 
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A composite drawing representing all industry as one plant to illustrate 
that Osborn Brushes meet practically every industrial brush requirement. 


The Mark of Better Brush Service 


KEY TO ILLUSTRATION What Does OSBORN 


PAINT AND VARNISH BRUSHES : 
ebrantaiencs BRUSH SERVICE offer 
WIRE SCRATCH BRUSHES Industrial Users? 
COUNTER OR BENCH DUSTERS A COMPLETE BRUSH SERVICE 


Close co-operation between the makers and distributors of Osborn Brushes offers 


MISCELLANEOUS BRUSHES every industrial plant in the nation a complete, efficient and economical brush 


service. 


UPRIGHT BASS BROOMS WIDE SELECTIVITY 


The wide scope of the Osborn line makes it possible to select a correct type of 
FLOOR BRUSHES 


brush for practically every production and maintenance brush requirement. 


FIBRE WHEEL BRUSHES MAXIMUM PERFORMANCE 


Osborn's uniformly high standard of manufacturing assures that every brush is a 
correct combination of materials, design and fabrication. The Osborn trademark 
WINDOW BRUSHES is your GUARANTEE of maximum brush performance. 


LOWEST END-OF-SERVICE COST 


All factors entering into the manufacture, distribution, purchase and use of Osborn 


Brushes combine to establish LOWEST END-OF-SERVICE COST. 
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PUSH BROOMS 





“TUNE IN” on Osborn Brush Service. 
TELEPHONE THE NEAREST OSBORN DISTRIBUTOR! 


(His name on request, if you don’t know him) 








THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue, Cleveland, Ohio 
Sales Offices: New York, Detroit, Chicago, San Francisco 
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Over 80 “D-V” Drives Like This 
in Large Coal Breaker 


The picture shows a "'D-V" drive to 

one of the shaker screens in the 

Central Breaker of the Philadelphia 

and Reading Coal & Iron Company 

at St. Nicholas, Pennsylvania. There 

are over 80 of these drives in this 

huge new anthracite coal plant which has a rated capacity 
of more than 12,500 tons per day. In this, as in many 
other similar installations, ''D-V'' Drives were selected 
because they are compact, powerful, economical and 
trouble-free. 


They Used Dodge Equipment to Insure 


Against Severe Service 


This rotary car dump built by Kan- 

awha Manufacturing Company of 

Charleston, W. Va., for a West 

Virginia coal mine, is supported by 

Dodge-Timken Pillow Blocks and op- 

erated by a ''D-V"’ Drive. Support- 

ing heavy mechanisms like this is a job for which Dodge- 
Timken bearings are particularly adapted because of their 
ruggedness and ample load carrying capacity. There are 
over 1800 types and sizes in standard production as well 
as many designs for special applications. 


Equipped with “a Drive 


The new and thoroughly modern 
plant of the Addressograph-Multi- 
graph Corporation in Cleveland, 
Ohio, is completely Dodge 
equipped. Nearly 500 Dodge-Tim- 
ken equipped hangers alone are 
installed. Modern group drives offer exceptional oppor- 
tunities for profitable modernization. Low first cost, mod- 
erate maintenance expense, avoidance of power factor 
penalties and substantial power savings are important 
advantages. Dodge engineers are well qualified by long 
experience to recommend the most efficient and econom- 
ical transmission equipment to meet any requirements. 























DERNIZATION 


This Cement Mill Has Solved Its Costly 


Maintenance Problems 


The Kosmos Portland Cement Com- 

pany at Kosmosdale, Kentucky, has 

standardized on Dodge-Timken Type 

"C" Pillow Blocks. The plain bear- 

ings formerly used required replace- 

ment every two or three months 
because of the abrasive dust charged atmosphere in which 
they operated. The special steel dust seals especially de- 
signed to exclude fine abrasive dust and the positive lubri- 
cation features of the Dodge-Timken Bearings, have entirely 
eliminated this troublesome and costly maintenance prob- 
lem. The management says that the bearings have been 
paid for out of oil savings alone. 


Dodge Equipment Has Met Every Test q a ) « a | . 
for Twenty-Five Years Boe . »| 

These Dodge agitator drives are £ a 4 | 

installed in the Corn Products Re- a ca ~ ae Die 


fining Company at Argo, Illinois. 

For 25 years this Company has re- 

lied upon Dodge transmission for 

economical distribution of power 

and their plants at Kansas City, Missouri; Pekin, Illinois, 
and Argo, Illinois, are equipped practically complete with 
Dodge drives and bearings as well as many conveyors. 
Where continuous production is essential and shut-downs 
costly, Dodge equipment because of its ruggedness and 
design, is widely preferred by leaders in industry. 











31% Power Savings on This Dodge- 
Timken Equipped Roller Mill 


The Dodge-Timken bearings in the 

picture are installed on a 9” x 24” 

Style "A" Double Roller Mill. In 

addition to a power saving of 31°, 

roll temperatures were materially 

reduced, maintenance cut to a min 
imum and frequent tramming of rolls eliminated. The 
application of Dodge-Timken bearings to existing equip- 
ment in many industries has resulted in similar substantial 
savings in power, maintenance, as well as in increased 
efficiency and longer productive life. 
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Water Caused Frequent Replacements 


Until Dodge-Timkens Were Installed 


Cylinder mould bearings on board 
machines are subjected to excessive 
water conditions which are fatal to 
anti-friction bearings of standard 
design. In this case as in others 
where special conditions of unusual 
severity are encountered, Dodge engineers have solved 
the problem by special design. The installation shown is 
in the mill of the Sutherland Paper Company at Kalama- 
zoo, Michigan. Dodge-Timken bearings are preferred for 


many important applications by leading paper and pulp 
mills. 


They Keep Their Plant Modern and Costs 
Down by Gradual Replacements 


Dodge-Timken bearings and ''D-V" 

Drives have gradually replaced 

other types of transmission in the 

Early & Daniel Company feed mill 

at Cincinnati. The Drive shown in 

the picture is on a large dryer in an 

elevator. The original babbitted fan shaft bearings were 
subjected to considerable heat and gave frequent trouble. 
Dodge-Timken Pillow Blocks were installed and being ef- 
fectively sealed against grease leakage, this trouble was 
eliminated. The Dodge-Timkens require renewal of lubri- 
cant but once in several months. 





A Dependable and Economical Auto- 


matic Belt Governor Drive for Beaters 


The photograph shows two of the 

five Dodge Automatic Belt Gover- 

nor Beater Drives in a large Michi 

gan paper mill. This drive provides 

for greater power capacity as well 

as for flexible, quiet operation. 
Tension is automatically regulated which increases belt 
capacity without stress or strain. Drive vibration is mini- 
mized, friction and power consumption is reduced and 
maintenance costs lowered. Dodge is prepared to fur- 
nish the right drive to most economically and effectively 
meet any service requirements. 
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American Maize Products Company Now 


Standardized on Dodge-Timken Bearings 


Several years ago the American 

Maize Products Company replaced 

a number of old ring-oiling bab- 

bitted bearings with Dodge-Timken 

Bearings which gave excellent satis- 

faction. As a result they have con- 

tinued to replace old bearings and when their new Dex- 
trine plant was built, they equipped it with Dodge-Timkens 
throughout. Upkeep has been reduced to a minimum and 
safety and cleanliness which is vital in this type of plant, 
has been assured. 
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Less Power and Lower Maintenance on 


Jordans in Paper Mills 


These five Dodge-Timken equipped 

Jordans were installed three years 

ago in a Washington paper mill. 

Dodge-Timken Bearings on Jordans 

insure permanent maintenance of 

plug alignment which adds materi- 

ally to the life of the plug filling, shell lining, shaft and 
packing. Full contact of bars is insured which means less 
power per ton of stuff. These bearings can be furnished 
as original equipment for new Jordans or as replacements 
for babbitted bearings on existing equipment. 


Dodge-Timken Bearing Eliminates Fre- 
quent Rebabbitting on Rift Gang Idler 


From no load to full load instantly 

is a condition to meet on rift gang 

drives. Babbitted bearings on this 

drive were unsatisfactory and ex- 

pensive. They threw oil onto the 

belt causing slip and rapid deteri- 
oration. A Dodge-Timken unit was installed and has 
served four years without trouble. There is no grease 
leakage, consequently belts last longer and do not slip. 
Dodge-Timken bearings have solved many problems inci- 
dent to severe service in the lumber industry. 
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No Troublesome Loose Pulleys in This yo g 


Large Automotive Plant 


Dodge-Timken loose pulleys have 

solved a troublesome and expensive 

problem in the plant of a large 

truck manufacturer. Lubrication dif- 

ficulties have been entirely elimi- 

nated because the indestructible 

steel grease seals keep the lubricant where it belongs. 
Lubrication at infrequent intervals is all that is required. 
Dodge-Timken loose pulleys are popular throughout indus- 
try and many leading plants have standardized on them. 
They are also furnished with several lines of machinery as 
standard equipment. 


Dependable Pump and Fan Drives 
Essential in the Coal Industry 


The pronounced preference of the 

coal industry for "D-V" Drives is 

due in no small measure to their 

reliability, especially on fans and 

pumps. The drive shown is on the 

primary pump in a large Eastern 

anthracite coal breaker. Transmission of maximum power 
without slip and continuous operation with a minimum of 
attention are outstanding characteristics of ''D-V" Drive 
performance. The design and quality of these drives are 
guaranteed by fifty years’ leadership in the power trans- 
mission field. 
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New Starch Packing Plant Is Completely 


Dodge Equipped 


Uniformly satisfactory experience 

with Dodge-Timken Bearings, Dia- 

led to the complete equipment ot 

the new packing plant of the A. E. 

Staley Manufacturing Company 

with Dodge products for 20 years 
mond "'D" Friction Clutches and other Dodge transmission 
appliances. The packers shown in the picture are equipped 
with Dodge-Timken ''S-5'' Pillow Blocks and Diamond "'D" 
Friction Clutches. The first consideration with this Com- 
pany was cleanliness and next in importance was efficient 
and trouble-free operation. 
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Ruggedness is Vital In Machinery Bearing 
Applications Like This 


The Dodge-Timken Trunnion Wheel 

Bearings shown in this picture are 

installed on a 66” x 24”” Coatesville 

Dryer built by the Coatesville 

Boiler Company at Coatesville, 

Pennsylvania. Ample load carrying 

capacity, inherent ruggedness and positive lubrication fea- 
tures adapt Dodge-Timken bearings particularly for severe 
service where utmost reliability is of vital importance. Their 
adoption as standard bearing equipment by a long list of 
leading machinery manufacturers testifies forcefully to 
their suitability for this service. 


New York Edison East River Plant 
Completely Dodge Equipped 


This photograph shows the head or 
drive end of one of the Dodge- 
Timken belt conveyors installed in 
the East River Plant of the New 
York Edison Company. All of the 
transmission and conveyor equip- 
ment in this large modern power plant, including auto- 
matic steel frame trippers, were furnished by Dodge. This 
is only one of the many important belt conveyor installa- 
tions which have been designed and built in the Dodge 
shops at Mishawaka for leading industrial concerns. 


Reliability of Dodge Equipment Leads 
to Adoption by Public Utilities 


The number of large installations of 

Dodge transmission and conveyors 

in the public utility field, indicates 

the soundness of Dodge engineer- 

ing and high quality of the equip- 

ment furnished. This 24° Dodge- 
Timken belt conveyor is 180-ft. centers, operating at 175 
F.P.M., and handles moistened flue dust in the St. Louis 
Gas and Coke Company at St. Louis, Missouri. While 
arrows indicate only the Dodge-Timken equipped take-ups, 
the entire equipment was built by DODGE. 











Dodge Facilities Are Equal to 
Any Demand of Industry 


HE main plant at Mishawaka occupies a half million feet of floor space. 
Tite are four grey iron foundries covering approximately 90,500 square 

feet; machine shops with a floor area of 85,000 square feet; a structural 
steel shop and wood shop. The most modern foundry and machine tool equip- 
ment insures quality production at moderate prices. 


While power transmission equipment is the principal product for which the 
Dodge organization is known in industry, material handling installations of all 


types, some of them of unusual size and design, are produced at Mishawaka. 
Special equipment of many kinds is also built. Several large concerns who 
prefer to devote their attention to sales have selected the Dodge organization 
as their engineering and manufacturing connection. 

In addition to the plant at Mishawaka, a steel stamping plant is operated at 
Oneida, New York. The principal product of this plant is Dodge Steel Split 
Pulleys for power transmission and conveyor service, pressed steel take-ups 
and a wide variety of other stamped steel products manufactured for various 
sales organizations. 

The Dodge distributing organization comprises qualified and responsible mill 
supply and machinery dealers located in principal industrial centers where 
complete stocks of standard transmission appliances are available for imme 
diate delivery 

Dodge experience facilities and service insure sound engineering based 
upon intimate knowledge of industrial requirements, quality manufacture 


and prompt service 


DODGE MANUFACTURING CORPORATION, 


Mishawaka, Indiana 
Factories ut MISHAWAKA, Ind., and ONEIDA, N. Y. 
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THE SMALL COG COUNTS! 


A small boy’s arm, plugged in a leak- 
ing dyke, saved all Holland from 
inundation. 


In the modern factory the efficiency 
of a whole network of machinery 
may be influenced by the function- 
ing of one relatively unimportant 
cog. 


During the high production period 
of a few years back many small cogs 
were overlooked. Unessentials ac- 
cumulated. Cost leaks were not 
plugged. It made little difference, 
for business was good and profit 
margins ample. 


When the old order of things ended, 
industry began the painful process 
of contraction. And now after three 
years it is down to a framework of 
essentials. Deflation has been ac- 
complished. 


Today is stock taking time—a time 
to look ahead and to plan wisely for See the Clipper Belt Lacer Company’s 


exhibit at the Chicago World’s Fair, 
a new era. The successful manu- Booth 2A, General Exhibit Building. 











facturer of tomorrow is preparing 
today to meet the more exacting 
industrial standards of a new age. 





GRAND RAPIDS MICHIGAN Belt lacing is only a small cog in 
plant operation, but its efficiency is 
a vital factor in the maintenance of 
an unbroken flow of production. 
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A COMPLETE LINE OF 
MECHANICAL 


RUBBER GOODS 


RUBBER BELTING 


| Transmission Conveyor 


Elevator 


HOSE for every industrial use 
SHEET PACKINGS 
MATS & MATTINGS 
RUBBER TUBINGS 
FRICTION TAPES 
BRASS FITTINGS 


for all kinds of hose 
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BOSTON WOVEN HOSE 
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amentals' 


The largest plant in the world devoted exclusively 
to the manufacture of Mechanical Rubber Goods. 
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STANDARDIZE ON DART UNIONS 


BRONZE 
TO 
BRONZE 


GROUND BALL 
JOINT 


That is why Dart Unions and flanges are leak- 
proof, non-corrosive at the joint, need no re- 
packing, and will outlast two ordinary unions. 
The two bronze rings give a perfect fit because 
they are machined and ground to a true ball 
joint arc, thus assuring a wide bearing. When 
a Dart Union is placed on a pipe line, the last 
turn of the wrench brings the two rings into 
perfect contact without jamming. That is why 
Dart Unions with a wide seat bearing not only 
are easy to install, but can be readily taken . 
apart and made up time and time again with 
the assurance of a perfect joint. 

















Heavy malleable iron pipe ends and nuts care- 
fully proportioned for strength, prevent leaks 
from stretching. Remember Darts are the Unions 
that are backed by the positive guarantee of 
TWO unions FREE for each ONE that fails from 


defective material or workmanship! 


Why not send coupon, or write on your letter- 
head, for free sample union and the Dart 
Catalogue "T''? 





SOLD BY DISTRIBUTORS EVERYWHERE 


2 





an 
hal 


A SHAPE AND SIZE TO FIT EVERY NEED 





TEES—UNIONS—ELLS 
SCREWED—FLANGED 


E. M. Dart Manufacturing Co., Providence, R. I. 
Please send to my address below Free Sample Dart Union and your 
32-page Catalogue “T’’ showing complete line of unions and screwed 
and flanged union fittings, names of leading concerns using them 
and other useful information. 










E. M. Dart Manufacturing Co. 
Obes SOF CN'6 6 oes 08 60O OES SHS. FRO TEDDOS EEO CO CELE COR CON WE ES Providence, R. :. 


Sales Agents: The Fairbanks Company, New York, 
and at all branches 


Canadian Factory: Dart Union Company, Ltd., 





Toronto, Canada 
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We distribute Lenox saws through industrial distributors 
because we know that, by this method, we can serve 
industry in the most efficient and economical manner. 

In actual operating costs, Lenox blades guaran- 
tee a saving over any other Hack Saw blades, on 
any job, under any conditions. 





Their uniformly super-strong, clean cutting teeth 


sma’ sign quickly bite through toughest metal. Although they 
be) . + . . 
THAT BITE THRU / are not lowest in price, their performance and uni- 


formity make them the best buy in the hack saw 
market today. 







Enjoy the satisfaction and profit of using Distributors in your 

Ask your locality can give you im- 
distributor for complete information, or mediate delivery service. 
write us. 


UMI 








86 


MILL SUPPLIES 








D 
| A 












SUPREM 


Won by 


Car M over 


THE OF THE 


THE never-failing strength, the speed and 
ease of operation and economy of these 
two railroad track tools have made them 
the outstanding selections of discerning plant 
buyers. 


There is a smoothness to the performance 
of the New Badger and The Advance under 
any and all working conditions that makes 
operators swear by them, and specify them 
when new tools are needed. 


You will join the ranks of New Badger 
and Advance boosters once you give them 
a trial. Ask your nearest distributor to tell 
you all about them. He will be glad to give 
you a practical demonstration of their 
merits. 


Advance Car Mover Co. products are 
marketed to industry through distributors. 
The fine representative houses handling our 
line give fast, efficient and very economical 
service to the plants in their territories. 


You will find a good New Badger-Advance 
distributor near you. You will like his way 
of accommodating you. 


axt INDUSTRY Eo, 


APPLETON, WISCONSIN 














ACY! 


Safety Car Wrench 


FACTORY SIDING 


THE 
NEW BADGER 
Car Mover 


A one man car mover 
that quickly spots the 
heaviest car. Compound 
leverage provides pow- 
erful thrust. Slip-proof 
spurs prevent lost mo- 
tion. Weighs only 18 
pounds. Moves loaded 
cars farther, easier and 
faster. Buyers will 
quickly see its advan- 
tages. 


THE ADVANCE 
Safety Car Wrench 


Automatically adjusts 
itself to any size wind- 
ing tap on hopper bot- 
tom cars. Used success- 
fully when other styles 
of wrenches have failed. 
Unbreakable with nor- 
mal usage. 


Canadian Factery—-C ANADIAN ADVANCE CAR MOVER CO., WELLAND, ONTARIO, CANADA 
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Ball Bearing Construction—Powered 


By the Famous THOR Motor 


O matter where you go, the leaders in all industries (where 
4 portable electric tools are employed) use THOR ELECTRIC 
TOOLS. The list of concerns using ““THORS” reads like a who's 
who in American Industry. 


















Naturally, there is a reason for this overwhelming preference, 
which has resulted in establishing THOR as the STANDARD in 
oN thousands of shops throughout the country. It is more than 
S reputation. It is the FACT that “THORS” DO STAND UP under 
constant, severe usage and are on the job long after other tools 

are forgotten. 


This world-wide popularity and acceptance of THOR ELECTRIC 
TOOLS is due to their superior design and construction. The 
oversize bearings—the super-power motors—the big, powerful 
gears—are a few outstanding features that are responsible for 
the remarkable performance and low upkeep cost every THOR 
User experiences. 
There is a size and type of THOR ELECTRIC TOOL to meet every require- 
, ment. Catalog No. 26 describes the complete line and should be in 
your files for reference. Your Jobber will be pleased to send you a 


copy and would appreciate an opportunity to demonstrate THOR 
performance and economy at any time, without obligation. 


INDEPENDENT 
PNEUMATIC TOOL CO. 


604 West Jackson Boulevard Chicago, Illinois 
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Rush orders are a commonplace 
with the distributor. His extensive 
stock, his delivery facilities, his high 
degree of personal interest guard 
against tie-ups in production sched- 


be 
bs 
LPM 






“x yor so long ago, the purchasing agent 

N who succeeded in placing an order 
direct with the manufacturer was generally 
considered to be a shrewd buyer. 

“But recently sentiment has swung the 
other way. Fortified with figures on final 
cost, rather than initial sav- 
ings, purchasing agents and 
plant accountants tend to 
frown on the practice of buy- 
ing direct from the manu- 
facturer without due regard 
to all of the factors that con- 
trol ultimate cost. 

“Stock inventory, for ex- 
ample. Who wants to tie up 
any part of his money these 
days in maintaining a stock 
of supplies that in the very 
nature of things can not be 
as varied, as complete, as the 
stock carried by a near-by 
distributor? 

“And warehousing, with 
its rent charges, its clerk hire, 
insurance against fire, theft, 
deterioration . . . Who would 
undertake to defend such ex- 


Sittin. 


a ¥ 

ri 5 YY >? ch = 

oy rd & a & * 

4 bGa q = f = €a& 
% 


VICE-PRESIDENT, B. F, GOODRICH CO. 


penses in any plant that is attempting to 
gear its producing and selling machinery to 
conditions obtaining in 1933? 


“We here at Akron believe it is more eco- 
nomical to sell our staple line of mechanical 
rubber goods through distributors. Not merely 
because the distributor shoulders so large a share 
of stock inventories and warehousing costs; but 
more particularly because of his part in insuring 
the greatest possible satisfaction to every uset 
of B. F. Goodrich mechanical rubber guods. 

“Since Goodrich distributors are numerically 
large and strategically located, it has become 
their particular function to guard against costly 
interruptions to the production schedule. 

“The Goodrich distributor is no farther away 
than the other end of your local telephone. His 
contact is so intimate, he immediately recognizes 
the exact nature of the emergency. With com- 
plete stocks, first-rate delivery facilities, he 
handles rush orders with marked speed and 
efficiency. : 

“His whole-hearted efforts completely justify 
your entrusting him with your business, even 
though the other factors involved in the rela- 
tionship did not unmistakably establish the fact 
that it is clearly more economical for us to sell — 
for you to buy — through the distributor.” J. H, 
Connors, Vice-President, The B. F. Goodrich 
Rubber Company (Est. 1870), Akron, Ohio. 


oodrich 
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J. H. CONNORS 


VICE-PRESIDENT... B. F. GOODRICH RUBBER CO. 
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To Mill Supply Distributors... 


This advertisement is one of a series addressed to administrative and operating 
executives of American Industry on behalf of Goodrich quality and performance 
standards. It is designed to support the selling activities of Goodrich Distributors. 
Publications that carry this campaign are: The Business Week, Factory Manage- 
ment & Maintenance, Mill & Factory and Power. 





] NDUSTRIAL BUYERS alone cannot stabilize the market. It can 
“ be stabilized only by the enlightened policy of those who will not 
sell cheap—who refuse to lower prices at the expense of quality, at 
the expense of craftsmanship, at the expense of sound product de- 


velopment. Quality is assured by placing a proper premium upon it. 


In that way alone can American Industry escape from the squirrel 
cage of lower prices, lower incomes, lower performance standards, 


and the ultimate failure of consumer purchasing power. 
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Buying cheap means the sacrifice of value, abject surrender to the 
false allurements of price—the scrapping of reason as the basis for 
intelligent buying. The maintenance of value can be achieved solely 


through strict adherence to the principle of quality. 


Here at Goodrich, quality is a sacred trust. We believe that industry 
and the community at large are best served by the manufacturer 
who refuses to compromise it— in order to sustain those standards 
of operation that insure genuine value. This is a pledge to whom 
it may concern; it can be vindicated so long as value is demanded 


in return for price. 





Goodrich makes this pledge in the certain belief that only by so 
doing can we continue to enjoy that reputation among our customers, 


that preference with the trade, and that prestige in the public mind 


ree 


that for 63 years have been so jealously fostered. 


f 
i Is this just a voice crying in the wilderness? . . . The answer lies 


with those who guide the destinies of American Industry. The B. F. 
Goodrich Rubber Co., Mechanical Rubber Goods Division, Akron, O. 





* Goodrich Mechanical Rubber Goods Include «x 


Conveyor, Elevator and Transmission Belting ... Air, Steam, Water and Suction Hose 


... Rubber Lining for Pipe, Tank-Cars, Pickling, Plating and Storage Tanks . 
Hard Rubber Goods .. . Packing and Molded Rubber Products . .. and a complete 


line of Miscellaneous Rubber Items. 








Coodrich 
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FAIRBANKS | 








Fig. A4169 


This is one only 
of many types of 
hand trucks (not 
to mention the 
four-wheel varie- 
ties) which we 
manufacture. 
There is a Fair- 
banks truck for 
every kind of 
service. 


Write for Catalog 








Valves—Hand Trucks 
and Wheelbarrows are 


Fig. 0510 


Of the many types of 
valves we manufac- 
ture, here is one (Fig. 
0510) that possesses 
renewable features that 
will save you money, 
time and labor. Let us 
tell you more about it. 
Write for catalog de- 
scribing our complete 
line. 


Valves—Bronze and Iron 


Hand Trucks 


No. A645C 
We manufacture a complete line of 
Wood-and Tubular frame barrows, as 
well as Garden and other varieties. 
Write for Catalog 


No. 500 
Rubber Tired Wheels 


This is the wheel you need — saves 
floors, eliminates noise, and improves 
the temper. Sizes 3’” to 18’. Write 
for Bulletin T-175. 


for their excellent quality. They are built to last; 
no plant should be without them. 
products have been serving the public for a great 
many years; they are a paying investment both 
for the Jobber who sells them and the buyer who 
uses them. 


Fairbanks 


A few select territories are available 
for Jobbers’ consideration. 


Note the following list, and remember the name 
“Fairbanks” when you need any of these goods: 


Truck Wheels 


Globe Truck Casters 
Gate Push Carts 
Check Wheelbarrows 
Sphero Blow-off Drag Scrapers 
Dart Unions and— 


ALL OF THE BEST 





The FAIRBANKS Company 


Boston 


New York 


Factories—Valves, Binghamton, N. Y. 


Ro 


Pittsburgh 


Trucks and Barrows, Rome, Ga. 
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Newly improved and mightier than before 


Made with steel handle 6”, 8”, 10”, 12”, 14”, 18”, 24”, 36”, 48”. 
With wood handle, 6”, 8”, 10”, 14”. 


New Tricrome 
Cutter Wheels 


(the silver wheel with 
the red hub.) 


; Knurled and plain 
SANDO Stillson Wrench edge to fit Trimo, Barnes, Saunders and Crown type 


Sizes 6” to 48” 4 4 ] 


TRIMO Saunders Type Pipe Cutter 


Sizes No. 1, No. 2, No. 3, “the cutter with a spring” 














MOROCO Popular Stillson 
Sizes 6” to 24” 


Standard and 
Portable types 


a 


TRIMO Heavy Duty Monkey Wrench 
Sizes 6” to 21” (Wood handle sizes 6” to 15”) 


Products of TRIMONT MFG. ssi ey bestia Mass. 
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OTHER 
WRIGHT 
PRODUCTS 


Type “’WH”’ Low Head- 
room Electric Hoist 


High Speed Chain Hoist 


WRIGHT MANUFACTURING DIVISION 


of the American Chain Company, In 





Timken Roller Bearing Trolley 101°) Ge NINA ART N IE 
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Choose almost any industrial center. Enter almost any 
plant within it. Study the uses, the costs of water, and you 
will undoubtedly find amazing inefficiencies. 


One study recently made by Deming engineers showed 
that the water cost in a certain plant was running 2554 cents 
per 1000 gallons, an unusually high rate and one which 
brought a sizeable bill every three months. Study of the 
situation was followed by a recommendation that the sink- 
ing of a well on the company’s property be considered --- 
that a Deming Industrial Pump of the proper size be installed. 


These recommendations were put into action anda 
Deming Deep Well Pump installed in a well 520 feet deep. 
Satisfactory water supply was secured and an annual saving 
of $734.00 was made. 


Without doubt, in your own plant there are places where 
economies can be effected in the production, pumping and 
piping of water --- in the handling of some other liquid. 
Put your problem up to a Deming distributor who will gladly 
present recommendations without obligation to you. 


Deming Pumps 
For All Uses 
(including) 
Deep Well Turbines 
Side and Double 
Suction Centrifugals 
Triplex Pumps 
Rotary Pumps 
Piston Pumps 
Hand Pumps 
Deep and Shallow 
Well Water Systems 


THE DEMING CO, Svleblished sso SALEM, OHIO 
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MONG the thousands of 
items continually carried in 
open stock by local Dealers 
and Distributors will be 
found a complete stock of 
Jacobs Drill Chucks cover- 
ing every drilling purpose in 





practically every capacity. 
Any or all of these thousand 
and one stock items are avail- 
able for instant application 
in their field of usefulness. 
Your Distributor and Dealer 





The New Jacobs Counter Display Cabinet 
containing for instant application a full line 
of replacement drill chucks, arbors and keys 
which are standard equipment on all portable 
tools and drills. 


of tools and mill supplies is 


a great industrial advantage. 




















“BALL BEARING & 


The JACOBS BALL BEARING 
SUPER CHUCK is designed partic- 
ularly for use in the machine shop, 
tool room, on drilling machine, 
lathe and screw machine or on any 
drilling operation that requires tre- 
mendous gripping power, unusual 
accuracy and the very highest 
wearing qualities. 


“IMPROVED TYPE 


This JACOBS PLAIN BEARING 
CHUCK is the standard drill chuck 
of all the world on portable tools, 
drill presses, bench grinders and 
tapping devices. Due to its sim- 
plicity, its ruggedness, gripping 
power and accuracy it leads its field 
in high speed or any other form of 
light precision drilling. 


*@KEYLESS TYPE® 


This most recent model in the 
JACOBS 3 model line of standard- 
ized drill chucks is designed partic- 
ularly for use on Portable Drills 
and for any other drilling operation 
where the hand operated or keyless 
feature is desirable. The new 
JACOBS PORTOMATIC CHUCK 
is the most accurate, powerful and 
longest lived chuck in its field. 


THE JACOBS MFG. COMPANY. HARTFORD,CONN. 
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TENSILE STRENGTH, on Olsen Machine, is 50% greater than former 
Allen-made screws. The Rockwell Hardness Tester records a 25°% increase 

in hardness. . . The finest product of Allen precision workmanship; milled from 

the bar, with cut threads multi-checked for accuracy. Held to exceptional 
uniformity by the most thoroughgoing inspection system in use — including final 
hand-inspection of every screw. . . Distributed only through mill supply Jobbers — 
to carry through to every user the economy and complete service of the line. 


THE ALLEN MEG. COMPANY 


HARTFORD, CONN. UW. §.A. 
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PUBLIC 


. . «The Efforts of MILL SUPPLIES 
In Furthering the Movement to Which We 
Have Given Active Leadership Since 1923 


HE NAME “Republic Rubber Com- 
pany” has long been synonymous 
with a sales policy that supports the 
distributor. The principle on which 
that policy was based is that “the 
most economical route for the flow of industrial 











supplies is through distributors.” 


é 


When the Republic Policy was created in 1923 
it was a matter of individual concern to us and to 
our business welfare. But the wide publicity which 
we eventually gave to the activities of and necessity 
for distributors---based on thorough researches into 
problems of distribution---became a matter of in- 
terest to business everywhere. By our literally cham- 
pioning the economic function of distributors and 
giving leadership to their aims and efforts, the 
Republic Policy became a model upon which a 
broader conception of business economy was pat- 
terned and out of which a widespread movement 
was evolved. 


The collection of facts concerning the economics 
of distribution was one of Republic’s greatest con- 
tributions to the distributor plan. An elaborate 
study of the mill supply industry was undertaken 
by personal contacts with distributors and consum- 
ers throughout the country and by thousands of 
questionnaires sent into all fields from which infor- 


mation could be gained. 


‘. That the distributor was the key to greater econ- 
omy in the flow of goods from factory to consumer 
was confirmed. But tremendous obstacles stood in 
the path of making those facts an active force. 
Competing systems had for many years successfully 
argued against distributors to a point where users 
were blinded to the truth. Many distributors had 
become disheartened by that propaganda and felt 


powerless to combat it. 


‘. We soon learned that distributors, as a whole, 
lacked the essential information with which to sell 
and expand their service to its logical extent. And 
as far as we knew, no organization was willing to 
tackle a problem that obviously would be both dif- 
ficult and expensive. Republic and Republic’s dis- 
tributors tackled that problem. 


\. The publication of Republic’s Policy had brought 
this organization into the limelight. It seemed a 
natural outcome of that policy that we should lead 
the way in giving wide publicity to the economical 
function of all distributors and that we should fur- 
nish them with the ammunition they required to 
support their cause. 


‘. Many hundreds of thousands of bulletins were 
printed and furnished free of charge to distributors 
for mailing to their customers. Hundreds of Re- 
public full page advertisements were addressed to 


THE REPUBLIC 


YOUNGSTOWN 
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consumers urging them to support distributors as 
a means of saving their own money. 


Distributors became fortified with a fresh and 
enlightened view of the value of their service while 
direct-sellers were faced with authentic facts, now in 
the possession of consumers, proving that their ef- 
forts were directed upstream against the flow of 
economical distribution. 


Republic consistently maintained its militant 
action to promote to the whole industry this vital 
force for reducing costs. We fought against the 
fallacious theory that “when you get a lower price 
from a direct-seller you save money” until trade 
magazines and trade associations were influenced to 
put the weight of their efforts behind the movement. 


As a result of this national educational activity, 
the program of the Joint Merchandising Committee 
was initiated and brought into existence under the 
leadership of Republic (a charter member of the 
manufacturers’ association) through its director of 
publicity, Mr. R. M. Gattshall, who became Execu- 
tive Manager of that Committee in August 1931. 
The excellent work of that Committee and the 
helpful activities of associations and publications 
are now well known. 


In this special issue of MILL SUPPLIES, Repub- 
lic is glad to express its appreciation to its distribu- 
tors, to publications, to trade associations, to the 
Joint Merchandising Committee and to individual 
manufacturers who have put forth their time and 
efforts and spent their money to place the distribu- 
tion of industrial supplies on a sounder and more 





economical basis. Republic wishes particularly to 
thank MILL SUPPLIES for this issue in which it 
devotes so much space to this movement. We com- 
mend MILL SUPPLIES for the extensive efforts 
they have taken to have this issue widely circulated 
among buyers of supplies all over the country. 


Since Republic inaugurated the movement to 
bring about a more economical distribution of in- 
dustrial supplies, this company has never for a 
moment suspended its efforts to enlarge the success 
of that plan. We will continue to spend our money, 
time and efforts in that direction. 


The Republic 
5-Point Policy 











Aline of rubber items sufficiently com- 
plete to permit effectively supplying 
the requirements of the trade solicited. 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


A price basis inducing and making pos- 
sible aggressive competition with rea- 
sonable profit return. 


[p Freedom from competition from his 
source of supply, either direct or in- 
direct, among the trade covered by his 
day to day solicitation. 


» Selling helps of reasonable amounts so 
that his sales force may be given the 
advantage of specialized training and 
a knowledge of the product sold. 























RUBBER COMPANY 
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MILLED SCREW MACHINE PRODUCTS 
AVAILABLE FROM DISTRIBUTORS 


= 
complete battery of 
modern automatic multiple spindle screw ma- 
chines enables us f° produce duplicate parts 
milled from bar of rod economically. 


A higher grade of steel is used in milling 
from the solid bar than in any other process: 
Our screws are turned, threaded and faced 
under head at the same time and before the 
screw is cut off the solid bar. This makes face, 
thread and bod true—and eliminates all dan- 


ger of the bolt wabbling.- 


Our complete line of cap and set screws, 
coupling bolts and milled studs enables you to 
fil all your screw machine product require- 
ments from one reliable source- For your con- 
venience, adequate stocks are carried by mill 
supply houses in all parts of the ¢ 
complete facts from the nearest Otte 
tributor. This line is standard in many 
industrial plants. It will interest you 


We also Manufacture and Sell 
Dardelet Thread Screws 


THE WM. H. OTTEMILLER CO. 
YORK, PA. 
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Compare the Dayton Cog-Belt with any other 


V-Belt in vital 


First, mark two points 
four or five inches apart 
on the outer surface of 
a belt. Then bend the 
belt double. And while 
doubled, measure the 
distance between the 
marks again. This shows how the 
outer section of any belt must stretch 
when going around a pulley. 

The Dayton Cog-Belt is the only 
V-Belt built specifically to take this 
“stretch”? without strain or distor- 
tion. The outer section is made of 
bias-cut fabric. It ‘“‘gives’? without 
strain; like pulling your handkerchief 
from diagonally opposite corners. 

Also, while the belt is flexed, note 
how the cogs close and “‘take-up”’ the 
compression on the inner surface. 

Second, compress a section of a 
Dayton Cog-Belt between thumb and 
finger and note the extreme crosswise 
rigidity. Because of this positive cross- 
wise rigidity there is no ‘‘squashing”’ 
in the pulley groove . . . no distortion 
or twisting. 

No other V-Belt conbines such 
extreme flexibility with such positive 
crosswise rigidity. 

And because Dayton Cog-Belts offer 
these exclusive advantages, they pro- 
vide maximum contact arc, have 
greater gripping power, permit smaller 
pulleys with closer centers, save floor 
space, run cooler, require less tension, 
are easier on bearings, last longer. 





Opportunity for Jobbers 


Qualities like these appeal to plant 
executives. That’s why Dayton Cog- 
Belts and Dayton Cog-Belt Drives are 
easier to sell... both for new and for 
replacement installations. 

Dayton Cog-Belts fit all standard 
V-groove pulleys. And these belts and 
drives have been so standardized that 
the selection of the proper drive is 
simple and easy. 

Thus Mill Supply Houses and their 
salesmen can serve all industries 
quickly and efficiently without the 
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necessity of carrying large inven- 
tories. We’ll be glad to give all the 
facts. Your inquiries are invited. 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 
Factory Distributors in Principal Cities and 
all Westinghouse Electric and Manufactur- 
ing Company Sales Offices 












A FOR EVERY DRIVE @ 
AND CONVEYOR 


An inexpensive general service chain suit- 
able for elevator, conveyor, and trans- 
mission service at medium and slow speeds. 



























A roller chain with links cast in one piece, 
with the roller in place. The unit construc- 
tion largely does away with eccentric 
strains, distributes the load and frees the 
rollers from binding. 




















Made in Light and 900 Class series. As- 
sembled with steel rivets or pins, primarily 
to replace detachable, but is stronger. 






Designed primarily for conveyors handling 
packages, cases, containers, etc. A low cost 
chain able to flex in any direction. A con- 
veyor in which it is used can make right 
angle or full return turns. 






The most durable and highly developed 
malleable chain. The Griplock joint in- 
creases strength and gives longer working 
life. 


The relieved and lubricated barrel tends to 
prevent the pin from freezing in handling 
sticky and corrosive materials. The added 
metal section, giving better sprocket 
action, adds greatly to its working life. 











Similar to Rex Pintle, with special wearing 
shoes for sliding on runways. 


CHAIN BELT 


For conveying sawmill and other refuse. 
Has the famous Rex Griplock joint. 
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“ 7-Metal Chains 


Rex Z-Metal Chain, an outstandingly 
superior chain—made by Chain Belt 
Company, exclusively. 


Z-Metal in strength exceeds normal 
grades of carbon cast steel. Rex Z-Metal 
chains are considerably stronger than cor- 
responding sizes made of the best grade of 
malleable iron. 


Rex Z-Metal Chain is resistant to corro- 
sion. To acid solutions the action is con- 
siderably retarded. 


Because of greater hardness, it with- 
stands abrasive wear. 


Because of increased strength and high 
yield point, Rex Z-Metal Chain withstands 
continuous heavy pounding. 


The exact surfaces secure correct 
sprocket fits—so important in the life of 
chains and sprockets. Rex Z-Metal Chain 
fits standard sprockets. 


Designed primarily for high speed drives 
in single or multiple strands. Accurate and 
uniform qualities with high tensile strength 
and a high degree of finish make it an out- 
standing roller chain. Also block and leaf 
chains. 


A highly developed type of steel roller 
chains, designed primarily for ruggedness 
and long wear on heavy duty drives and 
conveyors. Rex Unit Link construction 
gives at once close tolerances and long wear. 


"> 


s% 


The Chain Belt Company also makes a 
great number of other standard chains in 
malleable, Z-Metal, Steel and Combination 
for standard and special services. 


CHAIN 


C ‘@) M v A N Y © 1622 W. Bruce St., Milwaukee, Wis. 


All sizes, types and styles to fit standard 
or special applications. Cast sprockets in 
grey iron, Z-Metal, steel or Rex Temperim 
a special metal cast in a chill providing 
a harder, more wear-resisting surface. Cut 
tooth sprockets in grey iron or steel. 


To maintain proper tension 
on chain drives and convey- 
ors. Made in a variety of 
styles and sizes in standard 
and extra heavy patterns. 


HReNX t Collars 


Made of 

Certified 

Malleable 

Iron. They 

are much 

lighter in 

weight 

than or- 

dinary 
cast iron collars and are unbreakable — 
also bearings of all types and couplings. 


Cast in Certified Mal- 
leable or Z-Metal. 
Critical sections are 
thickened to provide 
greater strength. Spe- 
cial reinforced buck- 
ets are also available. 


The Chain Belt Company also makes 49 
complete machines for construction —a 
complete line of Chain and Belt Con- 
veying and other special machinery. 


Construction 
Equipment 


Chain and Belt 


Conveying 
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INDUSTRIAL 
CHAINS 





MATERIALS 
HANDLING 
EQUIPMENT 








"C-M" Inswell 

Electric Welded Chain. 
Proof —BB—BBB. 
Hoisting Chain. 
Loading Chain. 

Liberty Coil and 
Machine Chain. 

Heat Treated and 
Special Analysis Chain. 














"CC" and Hercules 

Fire Welded Chain. 
Crane and Dredge Chain. 
Steam Shovel Chain. 
Conveyor Chain. 


Dreadnaught 
and CLAW 
Tire Chains, Cross Chains 


and Emergency Chains. 
Sold through jobbers 


Columbus 
McKinnon 


Chain Corp. 
Tonawanda, N. Y. 


“Al-lite™ 
Safety Hoist 


Made of Alcoa alumi- 
num alloy 

Capacities 4%, %, 1 
and 2 tons 

30% lighter 

Ball bearing 

Adjustable brake 

High speed. Spur 
geared 

Fewer parts 

Enclosed. Oiltight 


Safety overload gov- 
ernor 














“HERCULES” 
Safety Hoist 
Capacities % to 40 

tons. 
High Speed. Spur 


Geared. 


Safety Overload 
Governor. 


Greater Strength. 
Fewer Parts. 
Better Lubrication. 
Quick Lowering. 
“Inswell” Chain. 
More simple de- 
sign. 








"Cyclone" Ball Bearing 
Hoist 


Capacities 4% to 6 tons 

High speed. Spur geared 

8 ball bearings, 4 roller bear 
ings 

90% efficiency 

Grease bath lubrication 

Exclusive gyrating yokes 

“Inswell’”’ load chain 


“Cyclone” Roller Bearing 
Hoists 


Capacities 8 to 40 tons 








Nw, 





"Cyclone" Electric Chain Hoist 


“C-M” Wire Rope Electric Hoist. 
“HI-UP” Wire Rope Electric Hoist. 





= 


Matchless Timken 
Bearing Trolley 


Capacities % to 40 
tons, inclusive 
Plain or geared 


"Moore" Ball 
Bearing Trolley 


Capacities 1 and 2 
tons 


Pressed steel wheels 


& Timken bearings 
Flangeless wheels 


Ball bearings 
Safety lugs and 


Vertical guide rollers ; bumpers 
Safety lugs and Light weight 
bumpers Adjustable 








"“C-M" Overhead Traveling 
Cranes 


Capacities % to 40 tons, inclusive 
Hand power and motor drive 
Single and double I-beam 

Hyatt or Timken roller bearings 
Floor or cab control 








BUY THROUGH YOUR DISTRIBUTOR 


CHISHOLM MOORE HOIST CORP. 





TONAWANDA 
N. Y. 
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“4. The BELMONT DISTRIBUTOR 
He, dy ‘ e 


see Chern a ‘ 
| aoe is at your SERVICE 








HE Belmont Distributor is our con- 
tact man with industry. 


He has been chosen in each instance, not simply because 
of his ability to do a good job for us, but because he is 
in a position to serve you speedily, satisfactorily and most 
economically from a strategic location. 


He carries complete stocks of Belmont Packings. He is 
equipped to advise you on packing applications. He is a 
trained Belmont specialist. 


Back of the Belmont Distributor are our entire sales and 
engineering resources. He has but to call, and they are at 
his command. 


You will never go wrong in taking your packing problems 
to the Belmont Distributor. We recommend him to you. 





There is a BELMONT 
PACKING for Every Service 


Belmont Packings are made for all applications in a 
modern way for modern conditions. The name of 
your nearest Belmont distributor will be given to you 
upon receipt of your request. Our new catalog No. 
33 will soon be off the press. Write us for your 





copy. 
THE BELMONT PACKING & RUBBER CO. 
BUTLER AND SEPVIVA STREETS PHILADELPHIA, PENNSYLVANIA 
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L PLANTS 


Overyyber 


USE 
U. S. ELECTRICAL 


TOOLS 


® FOR LONGER LIFE 
@ MORE EFFICIENCY 
® GREATER SAFETY 


Thousands of industrial shops, from the smallest opera- 
tors to the largest manufacturing establishments, use 


U. S. Electrical Tools because of their superb quality 
and ever reliable performance. 


Test after test, under the most severe conditions in 
every kind of plant, have definitely proven that there 
is — quality built into U. S. Took than any other 
make 


Such performance, coupled with the excellence of the 
design—the precision embodied in the construction— 
and last, but not least, the broad guarantee behind the 
product has caused user after user to put their stamp 
of approval on U. S. made tools. 


You owe it to yourself—to your business—to investi- 
gate the possibilities of U. S. Electrical Tools in your 
own plant. Our distributor near you will gladly provide 
further information, and we wil promptly send our 
catalog at your request. 


THE UNITED STATES ELECTRICAL TOOL CO. 
2471 West Sixth Street Dept. H Cincinnati, Ohio 
In Canada—Maple Leaf Electric Tools, Ltd., Toronto 


DRILLS GRINDERS BUFFERS 


Sold The Economical Way 
Through Industrial Distributors 
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“Taking Punishment 
Us pie of the fob” 


we ? 
Penta 


Bad 


‘HE TELEPHONE LINEMAN must do his work, if he 
were told to, in the face of a tornado. Meeting pun- 


ishing conditions is part of his work. 


And in industry, files must meet conditions as stiff in 


their way as those that face the telephone lineman. 


Nicholson Files are made to meet the demands of file 
buyers who accept no excuses, whose only standard is 


results. If you have customers who demand the sort of per- 


git esse 


formance that only quality can give sell them Nicholson A Je 


Files. Nicholson File Company, Providence, R.1., U.S. A. |N | ed oO LSO a 


‘A FILE FOR EVERY PURPOSE FILES 
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The Improved Line of BEAVER Pipe Tools 


(15 New 





No. 3 Beever Ratchet—!/g to | In. 
Bolt Dies—!/, to | In. 


Ratchet mechanism fully enclosed—no 
on die head to become mutilated. 


teeth 
Oil holes in 
die heads for easy oiling and chip clearance. 


Dies square in 
sections to break. 
Right or left. 


shape; reversible. No weak 
Handy die-head carrier pin. 


Net Prices—No. 3 complete, 4% to % in., 
$12.75; ¥% to 1 in., $13.50; % to 1 in., $15.75; 
% to 1 in., $18.00. 

No. 6 
Beaverette 
V4 to VY, In. 
Threads % to 

¥% in. without 


changing dies or 
bushings. In- 
stantly adjusted 
for over, under 
or standard. 
pipe guide accurately centers the 
Improved locking device (now on top). 
dies extra. 





Universal 
pipe. 
Right or left. %” 

Net Prices No. 6 Beaverette complete, '% 


to % in., $12.00. Extra dies, per set, % in 


Y%x% in., or 4x% in., $2.25. 


No. 12-R 
Beaver 
1 to 2 In. 


Fully self- 
cohtained and 
adjustable. 
Those who 
have used the 
new No. 12-R 
Beaver Ratchet 
say it is “‘the fin 
est self-contained 
die stock 
made.” The 
Straight-Line 
Pull (ratchet on 
the die head) insures smooth and easy cutting, 
good threads and minimum wear on dies and 
tool. The self-contained rear-end centers the 
pipe accurately (no bushings). Cuts uniform 
drip threads and close nipples. Exceptionally 
rugged, yet weighs only 16 Ibs. Made of cer 
tified malleable iron to withstand hard use 
Right hand only. 

Wet Prices—No. 12-R One-handle Ratchet. 
complete, $15.00; No. 12-RX _Two-handle 

Extra Dies, 






Ratchet, complete, $16.00; per set 


(threads four sizes), $1.50 


No. 8-R 
"4-post” 
Beaver 
| to 2-in. 
Ratchet 


These tools offer 
many new advan 
tages in the ‘‘4- 
post” type of die 
stock—such as, 
Straight Line Pull 
that insures 
smoother and 
easier cutting; 
sharper threads; 
longer die life; less repair expense. Accurate 
and self-contained Rear End that cuts uniform 






drip threads and close nipples; positive die 
retaining device—dies cannot become lost; in 
terchangeable die segments. The lightest and 


strongest 1 to ratchet tool made. 
Prices—No. 8 Plain, complete, $10.50; 
No. 8R One-handle Ratchet, complete, $12 73; 
No. 8RX Two-handle Ratchet, complete, $13.75 ; 
Extra Dies, any size, 1, 1%, 1% or 2 in. per 
set, $0.85; Special Brass Pipe Dies, per set $0.85. 
Beaver Dies fit all standard ‘4-post’”’ tools. 


2-in. 


and 18 Improved Beavers 





The Beaver Power Adapter 


A practical one-man pipe machine—light in weight, 


simple, easy to understand, portable 
price. Operated by any standard make of electric 
or air drill. The entire outfit, consisting of Beaver 
Power Adapter, Base and Die Heads, (% to 2 in.) 
can be. purchased for only $86.80. The average 
Y%-in. “Special Electric Drill threads all sizes up 

2 i %-in. Heavy Duty Drill has sufficient 


and low in 


to 2 in. 
power to drive geared tools for cutting and thread- 
ing pipe up to6in. Cuts right or left hand threads, 
reversible for backing off. The whole outfit can be 
transported in the smallest automobile—and handled 
easily by one man. The units may be bought sepa- 
rately ! 

Net Prices— Adapter Unit, 


$49.50 Gastetine 
Driving a : 


to fit electric drill chuck). Adapter 


Base, $17.50. Beaver No. 17 Die Heads, complete 
with dies: % in., $2.80; ¥% in., $3.00; 1 in., $3.20; 
1% in., $3.40; 1% in., $3.60; 2 in., $3. 80. 





"Model-A" Beaver Pipe Machine 


Vo to 2 In. 
(Capacity up to 12 in. with Geared 
Tools) 


Used three Self-Contained, fully adjustable, quick- 


opening die heads, each threading two sizes. 
Change die heads—not dies. Yx¥ in. and % in, 
heads available, extra. (See note * below.) 


The cut-off device consists of a pair of spring- 
fed knives with a safety guide to control depth of 
cut and prevent “hogging” and _ knife-breakage. 
Automatic feed. An extension drive shaft is used 
to operate Geared Threaders and Cutters up to 12 
in. This type of equipment offers many advantages 
at about one-third the cost of heavy, stationary 
pipe machines. Separate head available, extra, for 
holding standard 2-in. — bolt dies, % to 1 in. 

Other Outstanding A dvantages—Rack and 
Pinion Feed; Tilting Work Head; Swinging Blade- 
Reamer; Accessible Oil Pump; Outboard Pipe Sup- 
port; Double- Jet Oil Flow; Aluminum Housings to 
minimize weight; Interchangeable Motor Unit; 
Easily Portable; Universal Motor (reversible) oper- 
ates on any 110-volt a.c. or d.c. line, 25 to 60 cycle. 

Net Prices—Model-A, complete, with three 
self-contained Die-Heads, threading % to 2 in., 
and 5 gals. Beaver Threading Oil, $345.00. 

*Same with One Die-Head and three sets of 
dies—%yx\% in., 1x1% in.. 1%x2 in., $310.00. 
Portable Stand, extra, $17.50. Extension Shaft, 
$20.00. Die Heads, 4x% in., or % in., extra, 
each, $20.00. Extra Dies, per set (each set thread- 
ing two sizes), $3.00. Bolt Die Holder, $5.00. 
Bolt Dies, any size, % to 1 in., $1.95. — 
Chucks, complete set of six % to 2 in., $6. 


Since 1929) 


No. 17 Beaver 
Ratchet 
V4 to 2 In. 


Rugged and 
fool - proof. 
Four large oil 
holes (bridged 
across top to 
prevent die 
spreading) facilitate oil- 
ing, provide ample chip 
clearance, and_ insure 
good threads. Die seg- 
ments square in shape— 






no weak sections to 
break off. Buy any 
range of sizes. 
Net Prices—No. 17 complete, 1% to 2 in., 
$13.20; % to 2,in., $22.20; % to 2 in., $27.80. 


No. 41-E 
Adjustable 
Threader 
2'/p to 4 In. 


Simple, 
rugged, 
semi-self- 
contained 
and adjust- 
able. One 
set of dies 
threads all 
four sizes. 
Enclosed 
gears, packed 
with graphite 
grease, prevent damage to gear and pinion and 
save costly repair bills. Gear case of nickel semi- 
steel—which means greater rigidity, smoother 
and easier cutting, better threads, and less wear 
on dies and tool. 
rices—No. 41-E, 2% to 4 in., $55.00; 
2% to 6 in., $121.00; No. 80, 4% to 
$250.00. 


No. 61, 
8 in., 


$150.00; No. 90, 9 to 12 in., 





Beaver Square-End Pipe — 


No. 1—% to 1 in.; No. 5—% t 

Cut pipe square without burrs. 
automatically. 

Met Prices—No. 1, $13.50; No. 5, $15.00. 


No. 104 Square-End 
Cutter 
2/2 to 4 In. 


Self-contained. Gears 
encased and packed in 
grease. Unbreakable 
knives feed automati- 
cally. Universal two- 
jaw chuck centers and 
clamps tool on the 
pipe—no bushings. A 
“‘one-piece”’ tool. 
Tices — No. 

to 4 


in. 
gi feed 


t P 
2% 
$62.50; No. 
to 6 in., $114.00 

108, 4% to 8 in., * $194. 00; No. 112, 9 to 12 in., 
$194.00; No. 10, 2% to 4 in. (Ratchet—hand 
use only), $60.00. Operating ratchet for Nos. 
104, 106, 108, 112, extra, $6. 


Ne 
104, 





No. 102 Beaver Thin-Wheel Pipe Cutter 
Range, !/g to 2 In. 
The No. 102 Beaver can be used with either 
1 or 3 wheels, and is guaranteed to “track’”’ all 
of the time. Certified Malleable Iron insures 
against breakage. Patents pending. 
rices—No. 102 Beaver, $3.00. (Wheels 


and Rollers are standard and interchangeable. 





Write for Complete Catalog MS-333 


The Borden Company, 293 Dana St., Warren, Ohio 














MAY, 1933 MILL SUPPLIES 109 








Steam Hose 











F OR 48 years Quaker 
City Rubber Company has 
been manufacturing Mechani- 
cal Rubber Goods. Today the 
Quaker City line is complete. 





In quality it ranks second to Ebonite Sheet Packing 
none. Its prestige is uni- 
versal. The name “Quaker” 
stands for superior products at 
consistently fair prices. 


Quaker City has long had faith 
in the Industrial Distributor— 
sold its products through him 
—supported him. 


P P P Rod Packing 


The distributor is the logical 
sales outlet for Mechanical 
Rubber Goods. 
For dependable quality prod- 
ucts the “Quaker” Distributor 
is your best bet. 





Transmission Belting Conveyor and Elevator Belting 
We suggest you get in touch 
with the nearest “Quaker” dis- 
tributor. We'll be glad to give 


you his name. 





Garden Hose 





Suction Hose 


PHILADELPHIA, PA. 


New York Chicago San Francisco 
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type-horsepower-speed combina- 
tions comprise Wagner’s line of 
motors! 



































Singlephase or polyphase, squirrel-cage or slip-ring 
or synchronous, sleeve-bearing or ball-bearing, open 
or totally-enclosed, single-speed or multi-speed, hori- 
zontal or vertical—whatever the type or size of motor 
required, there’s a Wagner motor ideally suited for 
the job. 


The wide range of types and ratings of motors manu- 
factured by Wagner is an assurance to motor buyers 
and users that Wagner recommendations are made 
without prejudice, that at no time will the wrong 
type of motor be supplied, and that entire plants can 
be correctly motored without delay and unreasonable 
expense. 


When motors are under consideration, consult 
Wagner. 


Ask for Wagner bulletin numbers 174 (squirrel-cage 
motors), 169 (slip-ring motors), 176 (Fynn-Weichsel 
synchronous motors), and 167 (fractional-hp motors). 
These four bulletins describe the entire Wagner 
motor line from 1/10 to 400 horsepower. 


Above—Battery of 
10-hp Wagner ball- 
bearing squirrel- 
cage motors mount- 
ed vertically, driv- 
ing flotation ma- 
chines in a large 
western ore mill 


At left, in oval—200 hp Wagner slip-ring motor 
operating a large ball mill. 





Wagner Electric Corporation 
6432 Plymouth Ave. 


St. Louis, Mo. Name and Position _ 
Please send 
bulletins checked. 


Above—Two 40-hp Wagner CP totally-enclosed fan-cooled No. 174 Sauitrel- Firm 


motors operating pipeline pumps. _ 
(] No. 169 siip-ri —_— 
At right (above coupon)—Wagner variable-torque multi-speed ae , gg Address 
motor driving a forced-draft boiler fan. Motor has three } No. 176 weichse! 
speeds: 1750, 1160 and 870 : ; Fractional- = anae 
Pp n rpm a No. 167 ee L233-1 
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... You Need Him 
...We Need Him— 


. ae 





Today’s conditions demand the utmost economy in dis- 
tribution. The Cleveland File Company believes that 
maximum economy, benefiting equally consumer and 
manufacturer, is best secured by the exclusive sale of its 
products through the Industrial Distributor. 

















Great is the capital he has invested—adequate the ware- 
houses operated and tremendous the supplies carried. 


He has been serving manufacturer and consumer most 
economically and efficiently for many generations, and 


. is doing so more than ever to-day. 
For thirty-three years ‘*‘Cleveland 


j Files” have maintained the highest 
standards. The man on the job knows 
there’s a difference in files. He will 7 . “é 
tell you that “Super Duty” and “Blue ..... is a good slogan and a better practice. As “Cleveland » 


Star" Brand Files meet the severest Figs salen policy isto sll exclusively through Industrial Di 
. ri 8 

eons : yd enable ns te nd supplies from the Industrial Distributors in our community. 

produce a job in less time and help 

him to increase his earning power. If the local distributor does not carry what we need and we 

He also knows that with a “Super are forced to buy outside we ask that credit be given the 

Duty” or a “Blue Star” file he gets distributor. 

a better job with less fatigue and re- We do not seek special price concessions. All we ask is that 

alizes that the time saved on each job the prices quoted us are as low as quoted others, quality, 

helps his earnings and reduces costs. quantity and delivery considered. 


Standardize on “Files by Cleveland.” The distributor is entitled to his fair margin of profit and 


we do not ask that he divide it with us. Such policy is 
deterimental to efficient and economical distribution. 


In buying we do not ask from our suppliers anything more 
than we expect our distributors to give to their Cleveland 


The CLEVELAND FILE Company 
3400 HAMILTON AVE. CLEVELAND, OHIO 
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; Victor Belts Meet All Conditions 







VictdBalata 
BEL ING 


VICTOR BALATA BELTING is 
waterproof, weatherproof, d 
. sanitary and the best all-round 


for driving, conveying and elevati 





DN solid woven white cotton 
3 is offered for bakeries, candy 
ts, package conveyors, four mills, 
gall paper manufacturing, etc. 

Our Ampere canvas stitched belting is 
recommended for agricultural purposes 
and as a conveyorof packages, minerals, belts of a variety of constructions 
food stuff, etc. It can be furnished in employing such fibres as Cotton, 
Red, Black, White or paraffine treated. Asbestos, Flax, Hair, etc. 


We also manufacture solid woven 


The Right Belt for The Right Place 


Manufactured by 


VICTOR BALATA & TEXTILE BELTING COMPANY 


Branch Store Factory Branch Store 
NEW YORK EASTON, PA. CHICAGO 








ihe 
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For surfacing 


WOOD.. 
METAL.. 
STONE.. 


Slow, costly hand sanding on wood, 
metal, stone and many other mate- 
rials is eliminated with SKILSAW 
SANDER, IT GRINDS, POLISHES 
and SANDS. Finishing can be done 
quicker and better with SKILSAW 
SANDER, from the coarsest sur- 
facing to the finest honing. Maxi- 
mum cutting surface and high belt 
speed prevent ripples and ridges 
on material. The % H. P. motor 
furnishes a continual flow of power 
which insures perfect results by 
the most inexperienced operator. 
Every sanding job is a perfect job 
with SKILSAW Sander. 


4 %~, 


The users of SKILSAW Portable 
Electric Tools are as Rumerous 
and varied as industry itself. 
These tools are economic factors 
in production work and have a 
definite utility in maintenance. 
Plants operating under reduced 
schedules are profitably using 
portable electric tools to replace 
expensive to operate, large sta- 
tionary machines, New lowered 
initial costs make foreven greater 
savings, providing an incentive to 
bay now and economize. 


There are hundreds of manufacturing and plant main- 
tenance applications for SKILSAW and SKILSAW 
SANDER where economies in time and labor are 
afforded by eliminating the costly handling of mate- 
rial to stationary equipment, 

SKILSAW tools go to the work, extending utility to a 
multitude of applications in your plant on production 
and maintenance work heretofore done by slow, costly, 
laborious hand methods. 

Portable SKILSAW saves time and money in the 
shipping room for building, opening and re-sizing 
boxes and crates. Cuts out worn flooring. Builds 
shelving, bins and partitions. SKILSAW SANDER 
is extensively used in pattern shops for finishing pat- 
terns. Removes weld marks on welded sheet metals 
Sands identifying marks off packing cases, saving 
them for outgoing shipments. Many other applica- 
tions too. 

The wide acceptance of portable electric tools should 
further indicate to you the advantages of seeing these 
tools on your sanding and sawing applications. 


The best evidence of the reliability of 
SKILSAW Portable Electric Tools lies 
in their satisfactory performance in 
the hands of over 50,000 users. This 
performance is clearly accounted for 
by the mechanical excellence shown in 
their specifications. Sound engineer- 
ing, fine workmanship and accuracy 
of manufacturing characterize the en- 
tire SKILSAW line of tools. 


All SKILSAW tools have die-cast alu- 
minum frames. Motors are the finest 
universal type available. New Depar- 
ture Ball Bearings are used at all fric- 
tional points. Reduction drive from 
motor shaft to saw arbor is through a 
set of the finest worm and wheel known 
to engineering. Worm and wheel shaft 
of chrome nickel steel, wheel of bronze 
alloy. 









THE ORIGINAL 
PORTABLE ELECTRIC 
HAND SAW 


It is through years of superior performance that the six 
models of SKILSAW have attained leadership in indus- 
trial production and maintenance operations. Their 
acceptance by major plant superintendents as the 
standard of practicability, of quality and durability is a 
fitting reward for the careful study and work which 
have gone into their development. The present = 
SAW line maintains this tradition of excellence by offer- 
ing new improvements and refinements. New reduced peewee me = MAIL COUPON TODAY: <<<-<~~- ws 
prices present an opportunity to purchase now at a 
decided saving. which enables you to immediately 
lower your production sawing and maintenance sawing 
costs. Please send me name of your distributor in my city who stocks 
SKILSAW Portable Electric Tools. 


Please send me your illustrated complete catalog for my refer- 


SKILSAW INC. 


3310-20 ELSTON AVE. Address 
CHICAGO, ILL. 
SALES AND SERVICE IN PRINCIPAL CITIES 


I am interested in lowering my production and maintenance costs 
I have checked below the information desired. 


City State 
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1615"7 
ADIN 
SPLY 

28370) LB 


This conveyor belt is believed to be the largest ever built in a single length. 


Equipped to Build the Largest .. . 
Quick to Handle the Smallest 


CONVEYOR BELTING 


eneceibaitienns Gehan On all orders, from the largest to the smallest, 
HOSE .. . PACKING Cincinnati is equipped to give speedy service 
nypette HONA “EIC. and undisputed quality. 


Both are essential factors today in procuring 


repeat sales and in maintaining good will. 


The Cincinnasi. Rubbe 
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Cadmium KEEPS NUTS AND 
BOLTS CLEAN AS A HOUNDS TOOTH 


Waste in any form is frowned upon 
today. That’s why it’s time to give a little 
serious consideration to the advantages of 
cadmium plating on bolts and nuts. 

Cadmium isa rust and corrosion-resisting 
metal. When electrically deposited on steel 
bolts and nuts, it produces a finish similar 
to electro-galvanizing. However, it deposits 
more uniformly and bonds more perfectly 
than zinc, particularly in the crevices on the 
inside of nuts where zinc is difficult to de- 
posit. Consequently, it resists scaling off 
due to blows, and effectively prevents rust 
on the steel. Cadmium has this additional 
advantage—the coating is so thin that it 
does not affect the fit of the nut on the bolt. 

Cadmium plated bolts and nuts may be 
kept in the jobber’s or manufacturer’s stock 
room for any length of time without danger 
of discoloration, staining or rusting. Job- 
bers will always find the stock clean and 
saleable. Manufacturers will find every piece 
in the stockroom useable and, where his 
product is subjected in use to moisture or 
weather, he will lengthen its useful life by 
the use of cadmium plating. 

Include cadmium plated bolts and nuts 
in your next order. Note their improved 
appearance—their greater saleability and 
useability—and balance their very slight ad- 
ditional cost against the insurance they 
bring to your investment in stock. 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all kinds. Wire rope clips. 
Turnbuckles. Automotive and railroad special 
items. Headed and threaded products for 
every use. Your specialities are our specialty. 


Ye $0.8 N UT St. 24 3 O78 


REPUBLIC STEEL 
CORPORATION 


CLEVELAND OHIO 


BREE 
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~ SKINN CKS FOR - 
MODERN MACHINE TOOLS 


They 
‘Gs Sense’ 


and 
Hold Everything! 


Correct design, built in quality, efficiency, 
durability—all the essentials to mechanical 
perfection are built into Skinner Chucks. 
Experience has taught us how to meet the 
important and diverse requirements of 
Chuck needs. 








RUA ES 


Sy: 





Skinner Chucks hold large work as well as 
small—they hold work of practically every 
description on every type of modern ma- 
chine tools requiring a Chuck. 


The Complete Skinner Line Meets 
Every Chucking Need on 


Lathes, Tappers, Milling Machines, 
Turret Lathes, Automatic Machines, 
Surface Grinders, Multiple Spindle 
SOLD THROUGH DISTRIBUTORS Chucking Machines, Broach Grind- 


ers, Drills. 





To serve industry with speed and economy, Skinner ee ee To 


Chucks are carried by industrial distributors ber so efficient that Skinner Chucks might 
be said to solve the chucking problems of 
throughout the country. the industry. 


SKINNER CHUCKS 


THE SKINNER CHUCK COMPANY 





NEW BRITAIN, CONN U.S.A, 


Gots 
-€ ~ Also manufacturers of “Gold Seal’’ Piston Rings 
SEY 
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to your advantage 








Wray not purchase your industrial supplies 


from local distributors ? 


The facts set forth in this issue of MILL SUPPLIES— 
graphically enumerating the advantages and econ- 
omies for the Industrial User—have been so conclu- 


sively proven that they are indisputable. 


Distributors of Manhattan Products represent an 
essential and _indis- 
pensable department 
of our business—be- 
cause they are doing 
a necessary distribu- 
tion job in the most 


efficient manner. 














en. Cue 
EL 
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MILL SUPPLIES 


JUST ONE THOUGHT 
FOR TO-MORROW 


BUY 


ha? Neel ¢ 





— Electrically Driven Tools have the unique 
distinction of being the pioneer line in the 
electrical tool field and a leader from the first. 


More important, however, than being the origi- 
nator of the electrical tool industry is the fact that 
for 41 years CLARK has never manufactured a 
cheap competitive tool or machine. The estab- 
llished policy is to make only good tools that are 
a profitable investment for the user. 


The Clark line includes Drills for every kind of 
work, Grinders, Buffers, Sanders, Screwdrivers, Nut 
Setters, Stone Cutters, Stands and accessories for 
use with Clark Tools. 


Stocks of Clark Tools are available in many supply 
houses. If you cannot find a distributor near you, 
write for illustrated catalog and give name of sup- 


ply house through which you would want your 
order filled. 


Distributors are invited to write for Catalog 32. 





JAS. CLARK JR. ELECTRIC CO. 


INCORPORATED 


605 E. Bergman St. Louisville, Ky. 


7. a PN ET Ar 


Buy Clark Tools For The Work They will Do And The Years They Will Last 


owe COLLIE PORN RIE RE WOE EE 
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High Speed Steel 
Hack Saw Blades 


THE DREADNAUGHT O F THE ™M ALL 





/ OU want clean cuts, uninterrupted production—in a word, 
real hack saw performance at low operating cost. Then 


specify Barnes "Red Arrow'' High Speed Steel Hack Saw Blades. 


‘ED ARROW" Blades are “professional” blades, ‘way 
beyond the amateur or experimental stage. They are 
made of ALL high speed steel, and are heat treated and tem- 
pered under absolute electric control. The blades cut swiftly 
and smoothly and retain their cutting edge longer. They 
increase production as they hold down cutting costs. And, 
after all, it's how long a blade cuts, how fast it cuts, how 
straight it cuts, and not its initial cost, that determines its value. 


¢ / HETHER you cut monel metal, stainless steel, chrome 

¥ molybdenum steel or tubes or any other metal, Barnes 
Hack Saw Blades are guaranteed to give you superior per- 
formance. The Steel Mills use them. What greater recommen- 
dation could you ask than that? 


Selected mill supply houses everywhere are ready to 
answer your requirements for these remarkable blades. 
Use ''Red Arrow’ Blades and end your hack saw troubles. 


W. O. BARNES CO., INC. 


1297 Terminal Avenue DETROIT, MICH. 


and Leading Jobbers Everywhere 


ATOR EAN UME BL RA EET SRT EEN SC RRR MOEN SIH, E53 
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Better Hose Connections 
for your Customers » 
« And Satisfactory profits 
for yourself 





Couplings are 

the last word in hose 
connections. All parts 
are cadmium plated at no 
increase in price. This at- 
tractive rust-proof finish has 
improved the appearance 
and lessened sales resistance. 
“BOSS” offers the utmost in performance and is famous for its 
durability. You are giving your customers real service when 


you attach “BOSS” Couplings to steam, air or water hose, dura 
whether for high or low pressure. 


We Sell Only 
Through 


Distributors » 


It is Dixon’s established 
policy to sell only to dis- 
tributors and in so doing 
provides them with de- 


OUR GUARANTEE 


‘ 


5 4 ' J a > 


WILL HOLD THE LINE 


\) O matter whether you sell to 

industrial plants, contractors 

or mines, or for any unusual con- dabl li d 
=i : pendable couplings, note 

din, yon, bare, ome cece fr tet sabi tha sl 

. readily to all hose users. 

“hold the line” and do all that is Nrahiliry eens ce ae ned 

expected. That kind of backing sualien, Clee te: as te 

from the manufacturer gives the me - ther dena 

distributor real confidence in the product he sells. _— ae See 





Manufacturers of Couplings 
for Distributors 
Secure a copy of our Sales- 


man’s Catalogue Sheets show- 
ing our full line. 


DES<QN 


“BOSS” FEMALE COUPLING “BOSS” I. P. T. MALE 
WITH I. P. T. SPUD COUPLING 
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REMEMBER /MIlWAUKEL| MEANS ‘‘BRUSH EXCELLENCE” 


MILWAUKEE 
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"Mono- 
Bilt" 
Center 


— an en 
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“MILWAUKEE BRUSH MFG CO 





Round Steel Wire 








Hand Brush 

; “Dura-Bilt” “Di-Bilt” 

i Tampico Wheel Wire Wheel 
Brush Brush 
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General Purpose 
Floor Sweeping Brush 


SS - — 










| Steel Wire and Fibre Mixture 
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for all Industrial Requirements 


CTIVITIES in the factory of The Milwaukee 
Brush Manufacturing Co. are entirely 
concentrated on the manufacture of brushes 
and brooms of all types for the production and 
maintenance needs of industry. 


Strict adherence to this policy has enabled 
us to produce a line that in quality, perform- 
ance and economy of operation challenges 
comparison. 


A long list of satisfied users—who insist on 
Milwaukee Industrial Brushes—is definite evi- 
dence of the merit of this up-to-date line. 
Give Milwaukee Brushes a tryout—no matter 
what your industrial needs. You'll demand 
them from then on. 


Milwaukee Industrial Brushes are sold through 
distributors. See your local distributor when 
you are ready to place your next order. 





THE MILWAUKEE BRuSH MANUFACTURING Co. 
2212-2236 North 30th Street, MILWAUKEE, WISCONSIN 
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——— COFFING HOISTS 


Answer Definitely Every 


- AA A Ai } 
17 Vi 


of hy Sen ee 


Coffing “one man” hoists are 
"products of necessity,” for they 
meet the need for better hoists, 
with greater pull, less weight and 
small space consumption—at low- 
est operating costs. They can be 
used in any position. 

The fact that a number of leading 
distributors have recently recog- 
nized the great features of this 
sterling line to the extent that 
they are now pushing its sales ag- 
gressively is definite evidence of 
its merit. 

See the Coffing Hoist distributor 
near you, or ask your own distribu- 
tor to procure complete informa- 
tion about Coffing hoists for you. 
































So 


The New Design 
COFFING ELECTRIC HOIST 


Capacities: '%4, 2, | and 2 tons; 
weight: from 75 to 85 pounds. 


COFFING ELECTRIC HOIST 
in Operation 

Figures ! and 2 show automatic 

balancing hinged hook and spring 

furnishing a cushion to prevent any 

sudden jerks while lifting loads. 














MODEL A & F 
Model A—*% ton; weight: 14 
pounds; Model F — I'2 ton; 
Weight: 25 pounds. 


MODEL Z 
The only 6-ton hoist on the mar- 
ket that can be handled by one 
man. Weight, 65 pounds. 











MODEL F-T 
Capacity, 3 ton; weight, 
34 nds. “A Bi 


34 pou 
Surprise in a Small 
Package.’’ 





Workman standing in choice position while lower- 
ing a 12-inch water main with Model F Coffing 


Hoist. This hoist is easy to handle on tripod or An Opportunity for 
wherever a lift or pull is needed. 


A Coffing hoist in action connecting well rod in 


Distributors 
i We have a number of good territories still open for rep- 
protean caterers are samen amr mame enema acini resentation on Coffing Hoists. We invite distributors to wm 
Sh en A remoeet PE PP MO er Re ee ae: & 





write for complete facts, including our method of cooper- 
ating with you in your sales activities. 


COFFING HOISTS 


LIGHT . COMPACT ° POWERFUL 
MANUFACTURED BY | | 571 CC 





_) . DANVILLE, ILL. 
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OUR MESSAGE TO INDUSTRY 


ae: be PC 7 ~f iJ RAS Of 7 m& Al Ti ~4 j 
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The AMERICAN SWISS FILE & TOOL COMPANY have recognized the ines part that 
distributors must play in their worthwhile sales policy. 





eo 


The increased business during these thirty years has been due not alone to quality and serv- 
ice rendered but also to the distributor sales policy carefully planned and rigidly maintained. 
We have a suggested resale price strictly adhered to. Over 90% of the sales are made through 
authorized distributors. If there is no distributor covering your territory only then do we 
quote direct and at our suggested resale prices. 


TO USERS OF PRECISION FILE 
We have adopted the above policy because we know it is the most efficient and economical 


manner in which we can service industry. 


We offer a complete line of AMERICAN SWISS FILES (strictly an American product) 2,400 
different sizes, shapes and cuts which enables the user to select the exact file for the job. 


The following is typical from one of the hundreds of prominent users “We have used 
AMERICAN SWISS FILES for years. We find them to be more accurate in shape and longer 
life than any files we have tried. We are saving money through the use of AMERICAN 
SWISS FILES.” 


Let us send you a copy of our booklet “FILES OF PRECISION”. 
Lb ( ’ f - ~ —v TDI 


ui SW . -it - " ; f t ¢ Ss 


Buy through them—they give service and save you money. 





Baltimore, Md.. The L. A. Benson Co., Inc. New Haven, Conn................... _The C. S. Mersick & Co. 
Boston, Mass Chandler & Farquhar, Inc. New York City, N. Y..........Anchor Tool & Supply Co., Inc. 
Boston, Mass.. Haymarket Hdwe. Co. New York City, N. Y...... Carter, Milchman & Frank, Inc. 
Bridgeport, Conn Hunter & Havens New York City, N. Y..... i ache ean J. & C. Ernst 
Brooklyn, N. Y Kasper © Koetzle Hdwe. Co New York City, N. Y............. ..The Franklin Hdwe. Co. 
Buffalo, N. Y Beals, McCarthy & Rogers New York City, N. Y sustchieupnmdnee Neal & Brinker Co. 
Chicago, Ill... Samuel Harris & Co Oakland, Calif... is sickened edt ates C. W. Marwedel 
Cleveland, Ohio The White Tool & Supply Co. a, a) een N. J. Engineering & Supply Co. 
Dayton, Ohio -The M. D. Larkin Co. Paterson, N. J er Geo. A. Myers & Co., Inc. 
Detroit, Mich ; The Boyer-Campbell Co. Pittsburgh, Pa... ethene --..-+-----Jos. Woodwell Co. 
Detroit, Mich The Chas. A. Strelinger Co. Philadelphia. Pa. -..2cccc.--cecessaciconconnad.. nee. C. Ulmer; inc. 
Elizabeth, N. J Hand Hdwe. Co. po et : .Z. Berberian Co. 
Hartford, Conn Hunter & Havens, Inc Rochester, IN. Y .v.cc.cccccccscccisccccsncesie The. Sidney B. Ruby Co. 
Hartford, Conn Tracy, Robinson & Williams Co. St. Louis, Mo.......... .....St. Louis Machinists’ Supply Co. 
Long Island City, N. Y The L. I. Hardware Co San Francisco, Calif scssuctececsnevsecsceends, We. Marwedel 
Los Angeles, Calif ....The Ducommun Corp Springfield, Mass piaciastitahiasitiieciiaciauie eee W. J. Foss 
Milwaukee, Wis Ph. Gross Hdwe. & Supply Co. PERCU, IF aceisonesclsscnsinstsaasaratins ....Syracuse Supply Co. 
Newark, N. J Abrasive Machy. & Supply Co Toledo, Ohio..............The Kirkby Machinery & Supply Co. 
Newark, N. J Oppel, Glanfield & Rowe, Inc. Troy, N.. ¥...<. eRe rth bare Fred. K. Blanchard, Inc. 
Newark, N. J Seither & Ellis, Inc. Waterbury, Conn seaptearedsaen The Hamilton Hdwe. Corp. 
Newark, N. J Squier, Schilling & Skiff Worcester, Mass wasnt eicthat Alek aang Duncan & Goodell 
Newark, N. J Wilcox, Slidders & Jones Cincinnati, Ohio......... The Bingham Tool & Supply Co. 


™ 


You may be interested in knowing how we cooperate with our distributors in selling this profitable 
and widely known line. We invite your inquiries which will have our prompt attention. 
















ONLY & 
hr TE BEST 


E & Toon Co. 


in nme acre estes 6=©6©6»- ELIZABETHPORT. N. J. 
SEND FOR OUR OTHER BOOKLET “MECHANICS' HAND TOOLS AND KNURLS” 
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OUR CREED— 


“TOLEDO” believes in the industrial distributor, who carries an adequate 
stock to meet all normal needs of his customers. He renders a valuable 
service to industry. He eliminates the need of users carrying large inven- 
tories with the resultant saving to them of unnecessary expense. 








“TOLEDO” knows the industrial distributor, who carries a well assorted 
stock in ample quantity, can best serve the trade in his territory, and there- 
fore refers all inquiries to such distributors in the vicinity rather than solicit- 
ing orders direct. 


“TOLEDO” believes in a fair resale price and insists that it be maintained. 
It assures a proper profit to all distributors for the service they render, and 
a fair and uniform price to the consumer. Price cutting is destructive to 
dealer, buyer and ourselves and will not be tolerated. 


“TOLEDO” believes in selecting its distributors with care. We have built 
a reputation for genuine ““TOLEDO” products during the thirty years they 
have been on the market that we do not propose to have injured by un- 
scrupulous dealers. ‘“TOLEDO”’ distributors are dependable. 


“TOLEDO” believes that its sales policies assure the very widest distribution 
of “TOLEDO” products at the very lowest possible cost to the user. Nearly 


2000 “TOLEDO” distributors serve the consuming trade with its needs for 
“TOLEDO” trade-marked pipe tools and pipe machines at fair and uniform 


prices, and to these distributors “TOLEDO” pledges its every assistance. 


**TOLEDO” is ever improving and increasing the “TOLEDO” 
line. ‘“‘TOLEDO" Open Side Pipe Vises are recent additions. 
Extra strong and durable, these Vises represent a new con- 
venience in pipe vise construction. Broad, full over-lapping 
jaws hold brass and copper as well as iron and steel pipe 
perfectly. Excellent for fitting make-up work. Extra long 
handles and heavy frames. No. 00, holds 4” to 1!” pipe; 
No. 0, 4” to 21.” pipe; and No. 3, Ye” to 414” pipe. We 
will be glad to send you full information regarding this new 
line of quality pipe Vises that are sold at surprisingly low 
prices. 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 


New York Office, 72 LAFAYETTE ST. 
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BY POPULAR DEMAND 





Bronze Gate 
Valve 





Iron Body 
Globe Valve 


OWELL VALVE 





Bronze Globe 


Valve 





Iron Body 
Gate Valve 


‘item Valves—because they 


are practical valves—are pop- 
ular among engineers. 


Improved design and the applica- 
tion of special metals and alloys 
are important factors in their 
selection for meeting exacting 
requirements. Standard patterns 
insure interchangeability of re- 
newable parts. 


Powell Valves are made in gate, 
globe, angle, check, and safety 
patterns from bronze, iron, steel, 
and special alloys. Working pres- 
sures range from 125 to 1500 
pounds steam pressure. 


THE WM. POWELL CO. 


2521-31 Spring Grove Ave. 
CINCINNATI, OHIO 
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TWENTY-FIVE YEARS AGO 


WE MADE A WISE DECISION— 


E wanted to increase Through our distributors, 


located advantageously 
its. So we decided to market ease throughout the country, we 
our products through the a. «> «a are able to give industrial 
distributor. Since that time, 
we have grown and _ pros- 
pered. And our success has 
been entirely due to our fine 
distributor organization, plus 
the efficient and economical 
performance of CAPITAL 
“RED CAP” BRUSHES AND 
BROOMS. 


our sales and our prof- 


users everywhere such 
prompt, economical and com- 
plete service as would be im- 
possible to offer under any 
other arrangement. These dis- 
tributors are prepared to take 
care of your brush and 
broom needs adequately—at 
any time. 











, PI ERE ae SEPALS eae SNE Pe a eae Be 


Indianapolis Brush & Broom Mig. Co. 
126 Brush Street 


PPR BPA FR BASE Oa ery: - Se ee 





ESTABLISHED 1890 


Indianapolis, Indiana 


he 
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FACTS PROVE THAT 
DISTRIBUTORS SAVE INDUSTRY 


The only sure way that industrial concerns 
can eliminate waste and loss of carrying stock 
is to buy in quantities for immediate use. 


MONEY 


) buyers have found that placing an 
item in the stockroom does not cover the full cost to 
the plant. The costs run on until the item is taken 
from stock and actually put into use or finally 


scrapped. 


Reliable research has revealed the fact that the ‘‘hid- 
den costs’? of depreciation and obsolescence alone eat 
up more than 10% of the average plant’s warehouse 
stock annually. Storage facilities, insurance, taxes, 
transportation, handling, interest and other miscel- 
laneous expenses cost at least an additional 10% of 


the average plant’s inventory of stocks. 


The supervisor of inventories for one of the largest 
United States manufacturers says, ‘‘Industrial con- 
sumer plants attempting to carry their own supply 
stocks accumulate a large burden of hidden costs, 
which is an expense to no purpose or without return’’. 
Too few plants realize that these costs are largely the 
result of direct buying. The practice of direet buy- 
ing invariably leads to an accumulation of inactive, 
damaged and obsolete stocks in addition to the nee- 


essary expense of carrying and handling the stocks. 


Industrial distributors obviously ean earry one stock 


for several hundred plants in a neighborhood at a 
lower cost than the duplicated expense of every manu- 
facturer carrying his own stock. In addition, dis- 
tributors handle stocks at a fraction of what it costs 
manufacturers to handle the same stock. It is the 
distributors’ business. Their profit comes out of the 
economies they can accomplish. Industrial distribu- 
tors’ sales costs are considerable under that of direct 
sellers—68 > of the supply manufacturers admit it. 
The distributors’ economic position is therefore sound 

-HE SAVES THE SELLER MONEY — HE 
SAVES THE USER MONEY. 


The Joint Merchandising Committee of the Mill Sups 
ply Industry is developing vital data showing the 
advantages, economies and services rendered to in- 
dustry by industrial distributors. This materia! is 
being presented in a series of folders for distributors 
and their salesmen and for supply manufacturers 
and their salesmen. Copies of this data are available 
to the industry. For any (or all) of the following 
“J MC FACTS” folders write to— 


JOINT MERCHANDISING COMMITTEE, 
600 Grant Street, Pittsburgh, Pa. 
William E. Cain, Erecutive Secretary. 





USE FACTS to answer the user when he asks— 
“Why should I buy from a distributor when I 


can get a lower price direct from the factory?” 


USE FACTS to show the user that 


Obsolescence and depreciation, alone eat up more 





than 10% of the average plant’s warehouse stock 
annually! 


USE FACTS to show the user how much 


WASTE is involved in carrying their own stock. 


USE FACTS to convince the user that the only 
way of eliminating waste and loss of carrying stock 
is by buying from distributors. 

USE FACTS to show that distributors are carry- 
ing $90,000,000 worth of stock to save users 
money and to meet their requirements. 


INDUS The JOINT MERCHANDISING COM- 
gw > tit Eco MITTEE is a Trade Extension Activity 
This is the oficial slogan and trade mark ey a > = No of the -- 
the JOINT MERCHANDISING # 






of 

COMMITTEE. Watch for it on sup- 
ply manufacturers’ and industrial dis- 5 €: 
tributors’ advertising matter P~) . : 





awa = American Supply & Machinery Manu- 
- facturers’ Association 
National Supply & Machinery Distribu- 
gh tors’ Association 
Southern Supply & Machinery Distribu- 
tors’ Association 
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WOLVERINE 


Copper, Brass and 
Aluminum Tubing 
and Pipe 


Wolverine Seamless Tubing—every inch of it— 
is made to a standard of quality that has won the 
universal endorsement of industry. 



















Wolverine's ideals, policies and practices havo 
wrought a product "perfect on every count." Exact 
design, good manele and skill of workmanship in the 
industry's model plant are ingrained into every type 
and style. 


No matter what the industrial requirement for cop- 
per, brass and aluminum tubing, Wolverine Products 
will give better and more economical service—because 
they are built to do that kind of a job. 











Complete stocks of Wolverine Tubing are 
at your service through sales offices and sup- 
ply houses in every industrial section. And 
the Wolverine Engineering and Manufactur- 
ing Departments are back of our distributor 
organization to help you produce special 
tubing parts and assemblies. 





Let us discuss your tubing 
problems with you. 


WOLVERINE TUBE 
COMPANY 


1451 Central Ave., 
DETROIT, MICHIGAN 





SALES OFFICES IN 29 CITIES 


UMI 
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OI WA@) x 
Announces... 
a Oe ee ee OO On) 


on its entire line of 


PRECISION GRINDERS 


In keeping with the times, Dumore announces drastic 
price reductions of from 10% to 30” on its entire line of 
precision grinders! 





— 5 





This reduction in prices in no way implies any change in 
construction or a lowering of the quality construction and 
precision standards which have earned for Dumore Grind- 


ers the Hallmark of Accuracy throughout the metal work- 
ing industry. 





All Dumore Grinders in the line—the No.1 HG, No.2 AG, 
No.2 OG, No.4, No.5, No. 7 and the Dumore Midget 
DUMORE NO. 5 


Was? —come within this price change. 

Now $180.00 Now—while plant and equipment rehabilitation is the 
order of the day—you should take advantage of these 
new prices and bring your precision grinding equipment 
up to date .. . Specific data regarding the Grinder in which 
you are most interested will be sent you upon request. 


DUMORE COMPANY, 101 Sixteenth Street, Racine, Wis. 








DUMORE NO. 7 






p € E— DO me, 
Was 3275700 


Now $220.00 kal GRINDERS ile 
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By, 
Pehle Betis 
S45 47 4% . % mA ae . 


for every transmission 
need - - - - 


The T. B. Wood’s line of 
modern drives and transmis- 
sion is complete in every re- 
spect. 

Wood’s Products are depend- 
able in performance, econom- 
ical in operation — leaders in 
every sense of the word. 

Entire plants are standard- 
ized with Wood’s transmission 
equipment. Many more plants 
are being modernized every 
day, with leading industrial en- 
gineers specifying Wood’s prod- 
ucts. It will be to your advan- 
tage to investigate the merits of 
the Wood’s Line. Get in touch 
with the Wood’s distributor 
in your territory at your earli- 
est opportunity. 

















Flexible Couplings Conveyors 
Friction Clutches Ball Bearings 
Belt Contactors Rope Drives 
Shafting Pulleys 
Hangers Pillow Blocks 
Couplings Cast Gears 


Speed Reducers Cut Gears 
Texrope Drives 


T. B.Wood’s Sons Co. 


Chambersburg, Pa. 
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ORGANIZED ACTIVITIES 


in the 


‘Field of Industrial Distribution” 


There are three associations actively operating in the field of industrial distribu- 
tion, two made up of industrial distributors and one whose membership is made up 
of manufacturers who sell through the distributor. In addition to the associations 


(but sponsored by them) there is a trade extension activity, operated under the name 
of The Joint Merchandising Committee. 


Southern Supply & Machinery Distributors’ American Supply & Machinery Manufacturers’ 


Association Association 
Executive Committee— 
F. W. Glover T. W. Lewis H. F. Seymour J. H. Williams 
Chairman President ist Vice-Pres. 
G. C. Weaks C, A. McAlister 
a W. T. Kilborn W. H. Fisher 
W. M. Given C. C. Krueger 2nd Vice-Pres. Treasurer 
President ] "ice-Pres 
Alvin M. Smith R. K. Hanson 


Secrgtary-Treasurer Secretary 
Richmond, Virginia 600 Grant St., Pittsburgh, Pa. 





National Supply & Machinery Distributors’ Joint Merchandising Committee of the Mill 


Association Supply Business 
Executive Committee— 
P. G. Maddock W. H. Clark F. M. Archer C. A. Channon 
C. W. Donahue \. B. Paul General Chairman Horace Armstrong 
C. A. Strelinger R. C, Duncan D. C. Jones F. J. Hofacker 
Officers- H. FE. Ruhf D.S. Brisbin . 
H. E. Ruhf W. T. Todd, Jr. W. M. Given G. A. Fernley 
President ist Vice-Pres H. F. Seymour A. M. Smith 
_ so H. H. Kuhn R. K. Hanson 
ond Vice-Pres F. W. Glover 


G. A. Fx rnley 
Secretary-Treasurer 
500 Arch Street, Philadelphia, Pa. 


W. E. Cain 
Executive Secretary 
600 Grant St., Pittsburgh, Pa. 





| Information regarding the purpose and activities of the above organizations may 
be secured by addressing their secretaries. 


opRVE_INDUSTRY ECo 





~  e 
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Advertisement by MILL SUPPLIES, 520 No. Michigan Ave., Chicago 








—— 


| 
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STAMINA : STABILITY - SERVICE 





FOR THE INDUSTRIAL USER 


r MO )te-Vota ame bb ao abl-t-1 oe) al =to Wl of-Vol <<: To MN oh 
80 years of experience in building 
a major share of industry's rubber 
ro Lofols ta «Wo (-Yo AbE-U- WB d-1-1--b del aUiC-boaE-bale! 
EV eYey c-tc0) oC-t- Mame) e-busb bat: War: bale ME-1-) ae lol-r 
ability built in by skilled workmen, 
many of whom have spent their 


lives on this one job. 


( Prices strictly in line with the 


merit of the product. 


( Distributors handling Hewitt- 
Gutta Percha Products will invari- 
FV 0) Asam ol: col bb ato Mt CoM of-M-bactebate mi dat-MU-1- (oo 
ing supply houses serving industry 


bate beak oleh ac-Salm@er-suld-ta-8 


( Hewitt-Gutta Percha Customers 
have stuck to us through the de- 
yo} ¢-4-4-p Co) aU Wal-D0 aE oalohna t-te le (Mo) am dat) 
CAvE-VORG ae) Ro) ¥e ake (ololo te at-¥-M5 4-0] gat -due 
away from bargains in shoddy prod- 
ucts and today our relationship with 
robb ammo) Co UM-Y-} ¢-0 0} 01-9 a -Yo OM 0 g-Yo C- MB E-Mod Col-1-34 


Ev ate ME-iedopate(-)amidct- SoM -bia-) a 


FOR THE DISTRIBUTOR 


( A policy of distribution and pro- 
tection of our jobber, that is not a 
result of the depression or a sud- 
denly conceived sales managers 
whim. It is firmly built and in- 
fo be-bbat-{o MD beMMolbt ao) deot-babl +-telos alee Cam-> a 


isted before most of them were born. 


( A policy of prices that assures the 
jobber a profit in his Mechanical 
} S400 0) of) am DI-)of-badarl-dale 


( Nationwide warehousing facili- 
oUt Sar ale MME: Mole} vil of- Vol Mo} dot- batt +-lelos at 


fot-¥-d-Yo Ml Cole pR'a- 4B d-y-VMEY-) aa lol-S 


( Few changes have been made 
among Hewitt-Gutta Percha Distri- 
Joh bt co} 4M] © ao) Mo] 06 aE Vololol tb at Mes am 18) 
years ago are still with us. In terri- 
Zo} a1 -1-Me alo] MEd al-baWMoloh'd-) 4-10 ME Wlotoy al-3 (ol -S a 
able number of new carefully cho- 
CY -b aU le) 0) ol-) ae at: Oid-ME of 1-5 a tME- LoCo -1o ME Co 


our family. 


For information on our products or distributor 


plan, write our main office at Buffalo, New York 





HEWITT - 


|; OR = 


BELTING 


GUTTA 
PERCHA 
PACKING 
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The 1933 catalogue of Western Iron Stores Com- 
pany is the fifth consecutive catalogue that this 
company has issued through the Donnelley catalogue 
service. 


A Service of Primary 
Importance to Industry 


® One of the most essential services rendered to industrial plant 
buyers by a mill supply distributor is to keep them supplied with 
accurate general catalogues displaying the distributor's goods. 


® In no other way can the distributor keep all of his goods before 
the buyers during the 99°/, of the time when his salesmen are not 
with him. 


® Firms like the Western Iron Stores serve the best interests of the 
buyers, and of themselves, by consistently maintaining reliable 
catalogue representation with their trade. 


® How does your company measure up in the eyes of the buyers 
in this important respect? 


® If you need up-to-date and economical catalogue representa- 
tion, send for a Donnelley catalogue man to go over your require- 
ments with you. There is no obligation, of course. 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET CHICAGO 


DONNELLEY CATALOGUES PAY! 





GAGS 
GH ATIDE 








| Complete 


MECHANICAL 
LEATHER 


| Service 


| lr it's made of hides for 
mechanical purposes, Chicago Rawhide makes 
| it. Every product is made to strict specifica- 
| tions, assuring you real service at definite cost 

savings, and there's a great deal of satisfac- 
| tion in filling all your mechanical leather re- 

quirements from one established, reliable 
| source of supply. 


| Listed below are some of the 


Chicago Rawhide Headliners: 
Oak, Chrome, 


| ® Leather Transmis- 
sion Belting Rawhide 


® Lace Leather Rawhide, Indian 
(Sides and Cut) Tan, Chrome 


® Rawhide Round Safety Lace 
| © Rawhide Belt Pins 


® Leather Packings Cups, Flange, U 
(Hydraulic and —_ Leathers, Washers 
Pneumatic} 


| © Rawhide Mallets, Hammers and Mauls 


Rawhide, Fabroil, 


| © Pinions (non- 
metallic) Bakelite 


© Gears (Metal) —_ Iron, Steel, Brass 


| © Mechanical Leather 
Specialties 


Straps, Joint 
Covers, Textile 
Leathers,etc. 


“Perfect” Oil Seals 








Ir will pay to investi- 
gate the complete Chicago 
Rawhide Line. See our nearest 
distributor, or ask your own 
distributor to secure our cata- 
log for you. 




















THE 
CHICAGO RAWHIDE 
MANUFACTURING CO. 


1301 ELSTON AVE. 
CHICAGO, ILL. 
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SSCS Self-Aligning Ball Bearing SSCSFP Deep-Groove Double Row 


Ball Bearing 





Scr Deep-Groove Ball Bearing 
Has two rows of balls and the in- Will carry radial load, thrust load, 

herent abili-y of compensating auto- or any combination of the two. Designed the same as single row 
I matically for angular misalignment Made with single and double rows deep-groove bearing but provides 
or shaft deflections. about twice the capacity. 


FOR INDUSTRIAL REPLACEMENT 


of balls. 








re 


SSCS Spherical Roller Bearing &3(S{F Cylindrical Roller Bearing &[S{ Ball Thrust Bearing—One 
For the brute jobs of industry dee —_ Has a single row of cylindrical rol- Direction—Aligning 
signed to meet space limitationswhere lers and is designed essentially to Used for thrust loads only. This is 
greater compactness for a given ca- carry radial load only. Made in light, the simplest form of all anti-friction 
pacity is required. medium and heavy series. bearings. 


SKF DISTRIBUTORS STOCK 








TO —— 


SSCS Roller Bearing Pillow Block § &S{S{F Universal Pillow Block SSS Split Pillow Block 
| For the most severe application For the varying and exacting re- For normal and heavy duty stan- 
in industry. Removable split end quirements of machine applications. dard applications. Can be furnished 
covers facilitate assembling. Supplied Furnished with end covers, of free to provide for locating the bearing 
with flingers. or stabilizing types. (held type). 


SKF IN ALL TYPES—ALL SIZES 











SACS Unit Pillow Block SACS Self-Aligning Ball Bearing 


Hanger 


SSCS Fan Box 

For light applications. The “X” For universal use on majority of 
or extended inner race bearings are Uses EAUSF Self-Aligning Bal] fans and blowers. Simple to install. 
used. Has set screws for locking to Bearing. Effects savings in power, Permits easy replenishing of lubricant. 
‘tandard shafts. lubricant, maintenance. 














oakF 

INDUSTRIAL 
DISTRIBUTORS 
carry complete stocks 
of replacement ball and 
roller bearings and 
power transmission ap- 
pliances in the princi- 
pal cities of the United 
States. 


SLS believes that 
the distributor offers 
the most economical 
agency through which 
SULSE transmission ap- 
pliances and anti-fric- 
tion bearing replace- 
ments canbepurchased. 
You save by buying 
from your distributor. 


There is an SSF 


‘distributor in your city 


from whom you can 
obtain efficient and 
economical service for 
your plant require- 
ments of anti-friction 
products. 


BUY FROM HIM... 
AND SAVE! 


3054 


KF 


BALL AND ROLLER BEARINGS 
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FOUNDRY & MACHINE Co. 


Philadelphia Office: 617 Arch St. 


verlastingly At It! 








No. 23-A—Bond Improved Double 
Ball Race Swivel Truck Caster. 
( Patented.) 


Bond Universal Ring Oiling Shaft 
Hanger. (Patented.) 











HE feeling that “no accomplishment is ever so great 

that we can rest on our laurels” is what has made 
BOND products so universally accepted. Take a caster 
for example. We design it, build it to do an honest job. 
If you sell a set or a thousand sets we want every caster 
to pay you a Satisfactory profit. So we keep at it. New, 
tougher tests are originated: we put it on harder jobs 
than it will ever be expected to do. And all because 
we want you to be able to sell a product that will render 
superlative service—a product on which you will never 
have costly “come-backs”. Make up your mind you're 
going to profit with BOND equipment in 1933. Decide 


now to meet emergency orders 





promptly by carrying complete 
stocks of BOND products. BOND 


workers are “everlastingly at it”— 


Casters — Power 
Transmission Ma- 
chinery — Roller 
producing fine materials handling and 
Other Fine Mate- 


rials Handling 


Bearings 


equipment. 


Equipment. 











MANHEIM, LANC. CO., PA. 


New York Office: 30 Church St. 








Milwaukee Brush Issues Folder for 
Brewing Trade 

The Milwaukee Brush Company 
has just issued a new folder, de- 
scribing its line of brushes and 
brooms for brewers and bottlers. It 
consists of eight illustrated pages, 
each product being described and 


priced. 
*x* * * 


Torchweld to Move to Larger 
Quarters 

At a recent meeting of the officers 
and directors of the Torchweld 
Equipment Company, it was decided 
to move the plant and offices to larger 
quarters at 1035 West Lake Street, 
Chicago, on June 1. 

The new location will cover twice 
as much space as formerly occupied. 
New machinery is being installed. 

x * * 


New York Belting and Packing 


_ Appoints Davis Supply in Portland 


New York Belting and Packing 
Company has recently announced the 
appointment of W. W. Davis Supply 
Company, Portland, Oregon, as its 
distributors for the state of Oregon 
and part of Washington. ° 


* * * 


Chattanooga Belting and Supply 
Expands Line 

Valdura industrial and decorative 
enamels, manufactured by the Ameri- 
can Asphalt Paint Company, have 
been added to the line of the Chat- 
tanooga Belting and Supply Com- 
pany, Chattanooga, Tennessee. The 
company has sold Valdura industrial 
paints and roof coatings for some 
time. 

* * * 


Move Schieren Chicago Office 
The Chicago office of the Charles 
A. Schieren Company, manufacturers 


| of leather belting, has been moved 
| to 545 Fulton Street, according to 





information received from Herman 
A. Giese, Chicago Manager. New 


| telephone number is Franklin 5770. 


*x* * * 


Kendall Hardware Enjoys Success 
with Hygrade Lamps 
Considerable success is reported by 
the Kendall Hardware Mill Supply 
Company, Battle Creek, Michigan, in 
the sale of Hygrade Sylvania lamps, a 
line recently added. 
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BUY IT FROM THE ois TRI BUTOR » » 


The Lunkenheimer Company pub- 
lishes catalogs and booklets descrip- 
tive of a complete line of Bronze, 
Iron and Steel Valves, Boiler 
Mountings and Lubricating Devices. 
Copies will gladly be sent upon 
request, 











Quality 


From the time of its beginning, the 
primary objective of the Lunkenheimer 
Company has been the manufacture of uni- 
formly high grade products. Strict adher- 
ence to this policy has built a well deserved 
reputation for quality and has made Lunken- 
heimer the standard by which good valves 
and engineering appliances are judged. 


This quality standard remains character- 
istic of present day Lunkenheimer products. 
Designs modern in every respect, developed 
by experienced engineers, materials chosen 
after extensive research, and highly skilled 
workmanship are combined to produce a fin- 
ished product in keeping with the rapid 
advances in engineering practice. 


Careful test and inspection verify the 
thoroughness of each step in manufacture 
and assure the quality of product essential 
for economy in operation. 


Lunkenheimer products are available in 
all industrial centers through an extensive 
organization of representative distributors. 
Call on them for your requirements. 


THE LUNKENHEIMERCS. 


—~ "QUALITY" 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT 318-322 HUDSON ST, NEW YORK 


LUNKENHEIMER VALVES 








32-69B-14 
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DESMOND DRESSERS 
SIMPLEX VISES 


STEEL 
SLIDE 
























Look over your vises. They are battered and worn. Most of them 
have lost their grip. Now is the time to replace them with Simplex 
Vises with the exclusive Steel Slide. Just as steel is stronger 
than cast iron, so you will find Simplex Vises stronger and 
more serviceable than any other vises. 


Your 
grinding 
costs can be 
lowered by 
keeping your 
wheels fast cut- 
ting and true. 
We manufacture 
the only complete 
line of wheel truing 
tools and are not only 
able to advise you, but 
can furnish you with the 
proper dresser for each of 
your wheels. 


Simplex Machinists’ Vise—Swivel Base 


We manufacture a complete line 
of Machinists’, Combination Pipe 
and Woodworkers’ Vises. 
=e la, 
ee 





No. 0 Desmond Cutters 
Simplex Utility Vise 


For over twenty-five years we have been considered 
as headquarters for all types and sizes of dressers and 
cutters, and our experience is at your service. 


The best small vise 
for garage, light 
shop and home 
use. Equipped 
with steel 
jaws, steel 
slide and 
enclosed 


screw. 





Nos. 0, 1, 2, Desmond Huntington Dressers 


Desmond Dressers and Cutters are guaranteed to give com- 
plete satisfaction and will be gladly sent to you for trial. 








Desmond Dressers and Simplex Vises are sold by leading distributors 
throughout the country. Write for our catalog and name of our 


nearest distributor. 








THE 


DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 








Ferry Cap Elects North President 
H. D. North, who for 25 years 
was associated with the late Thomas 
Ferry, former president of The 
Ferry Cap & Set Screw Company, 
was elected president at a meeting of 
the Board of Directors of that com- 
pany held Monday, April 3, 1933. 
The Ferry Cap & Set Screw Com- 
pany was the pioneer in the field of 





H. D. North 


upsetting cap and set screws under 
Mr. Ferry’s patented process. Mr. 
North, on leaving Cornell University 
in 1907, began his business career 
with the company soon after its for- 
mation. He later became vice-presi- 
dent and sales manager and was the 
first to introduce and sell upset head 
cap and set screws to the industry. 
At the same meeting, E. W. Ferry, 
son of Thomas Ferry, and a gradu- 
ate of Case School of Applied Sci- 
ence, was elected vice president and 
secretary. Mr. Ferry is in charge of 
cost, production and plant operations, 


and has been connected with this 
company a number of years. 
George N. North, one of the 


founders, is treasurer. 


* * * 


Lindquist Hardware Handling 
Paint and Varnish 
George Lindquist, sales manager, 
The Lindquist Hardware Company, 
sridgeport, Connecticut, reports that 
paint and varnish are now being dis- 
tributed by that organization. 





ae 
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N. C. Hurley New President 

Independent Pneumatic Tool 

Neil C. Hurley, brother of Edward 
N. Hurley, was recently elected 


president of the Independent Pneu- 


matic Tool Company, Chicago. He 
succeeds Ralph S. Cooper, who was 
named vice president in charge of 
eastern operations of the firm with 
headquarters in New York. 


John A. McCormick was reelected 


chairman of the board and Leonard | 


S. Florsheim was named chairman of 
the executive committee. The di- 
rectorate was reduced from eleven to 
seven, comprising in addition to Mr. 
Hurley, Mr. McCormick and Mr. 
Florsheim, Raymond J. Hurley, Dr. 
Walter McGuire, Walter Gatzert and 
Ralph S. Cooper. 


Frank B. Hamerly was elected vice | 
president in charge of the factory at | 


Aurora, Illinois, and Gordon H. 
McCrae, 40 Broadway, London, Eng- 
land, vice president in charge of for- 
eign business. F. W. Buchanan was 
named secretary and Edward G. Gus- 
tafson, treasurer. 


* * * 


New Worthington Headquarters | 


The new office building of the 
Worthington Pump and Machinery 
Corporation, situated adjacent to the 
corporation’s plant at Harrison, New 
Jersey, was opened May 1. The gen- 
eral and executive offices, formerly 
situated at 2 Park Avenue, New 
York, have been moved to the new 
location for better coordination with 
manufacturing and sales operations. 
The New York sales office will be 
continued at 2 Park Avenue. 





Acting on the “Buy Now” slogan, the 
W. A. Case and Sons Manufacturing Com- 
pany, Buffalo, bought themselves a new 


building for displays and offices. Major 
portion of the stock is carried in the old 
building at the rear. 








Today It Must Be Steel 





Patented and 
Patents Pending 


Sige ~~, 


“HALLOWELL” STEEL WORK-BENCH 


The ready-made, shipped out of stock “HALLOWELL” Steel 
Bench Equipment has already made such headway that you 
ought to give it serious consideration in case you haven't 
done so. 


The “HALLOWELL” Line is an_ honest-to-goodness money 
maker, but as this space is entirely too small to tell you all 
about it, be sure to write us for our 


BULLETIN 445 and others 





Our BEstT SELLERS: 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, 
Semi-Portable 
“HALLOWELL” Steel-Wood Work-Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL,” Steel Chairs 
“HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“UNBRAKO” Socket Head Cap Screws 
“UNBRAKO?” Stripper Bolts 
“UNBRAKO” Pipe Plugs 
Power Transmission Appliances 


Why Don’T You GET ON THE BANDWAGON? 














STANDARD PRESSED STEEL CO. 








BRANCHES BRANCHES 
pad JENKINTOWN, PENNA. ss vEw vonn 
DETROIT BOX 519 ST.LOoUIs 
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BUILT GUARANTEED | New York Belting Line Distrib- 
FOR SERVICE TO SATISFY | uted by George B. Carpenter 


The recent appointment of George 
B. Carpenter and Company, of Chi- 
cago, as distributor for the New 
York Belting and Packing Company, 
brings together two organizations 
long associated with the manufacture 
and distribution of industrial equip- 
ment and supplies. 

It is a coincidence that these two 
companies were established in the 

a same decade—nearly a century ago— 
Genuine George B. Carpenter in 1840 and 
New York Belting in 1846. 

. The new line now becomes one of 
Balata Belting those on which the Carpenter organi- 

zation 1s concentrating as a part of a 
policy of specialized selling adopted 
within recent years. 


Or * * x 


Brown and Sharpe Celebrating 


TRANSMISSION Hundredth Anniversary — 
ELEVATING compan: homeae. wien teal 
CONVEYING sey at ts toaeaaives See ae 
“i advertisement appearing in the 


Providence Daily Journal on that 
date announced that, “D. Brown and 








— 


N efficient and durable belting ing. Made in quarter-inch sizes in 
A for hard, dirty, heavy outdoor any ply up to 54 inches inclusive. 




















work, in stone and sand quarries, os Son, watch, clock makers, etc., have 
Characteristics of taken the Stand No. 43 South Main 
VEELOS BELTING Street. Sign of the Turret Clock, 
Grip where they offer their services in the 
Has a grip that won’t slip | above business.” 
Power | — a - 
Transmits full power without 
loss 
Stretchless 
Neither stretches nor shrinks 
Protection 
Waterproof and steamproof 
Variance 
Unaffected by atmospheric 
changes 
Uniformity 
, ; Uniform in texture and thick- 
in wet or dry places, or any severe ie 
service where subjected to unusual Precision 
strain. Especially recommended for ssa true and smooth on pul- 
transmission, elevating and convey- sent 











We are also manufacturers of Black Stitched Canvas Belting, Tractor and 
Endless Thresher Belts, Package Conveyors, Manheim Hot Belt, Veelos 
Sanitary Conveyors, and Balata Valves. 


DISTRIBUTORS: All Manheim products are profitable and 
fast moving items for mill supply and wholesale hardware dis- 
tributors, many of whom are doing an outstanding sales job on 
these lines today. Write us for discounts and samples. 





Manheim Manufacturing & Belting Co. A. H. Althoff, of the South Bend Supply 
Company, South Bend, Indiana, is flanked 

MANHEIM, PA. by two manufacturers’ salesmen. On the 

New York Chicago left is A. R. Jamison, The Allen Manufac- 


350 Broadway 565 West Washington Blvd. turing Company, while on the right is 


: William J. Scott of Robbins and Meyers, 
Complete Stocks of all Manheim Products carried in Chicago Horst and Crane Division. 
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Beck and Gregg Selling Goodrich 
Rubber Goods 


Beck and Gregg Hardware Com- 


pany, Atlanta, Georgia, has added the | 


line of rubber goods manufactured by 
the B. F. Goodrich Rubber Company, 
according to an announcement by 
J. R. Almand, manager of the mill 
supply department for that company. 


* * * 


Borden Company Moves Gougler 
to Philadelphia 


J. T. Gougler is now representing | 
the Borden Company, manufacturers 


of pipe cutting and threading tools, 
in the Philadelphia district. 
Mr. Gougler has had 10 years’ ex- 


perience as a mill supply salesman, | 


in addition to his factory experience. 


* * * 


American Pulley Furnishes New 
Drive Calculator to Distributors 

A new V-belt drive calculator, 
which consists primarily of two pul- 
leys mounted on a specially con- 
structed board, has been developed by 


the American Pulley Company, for ; 


the purpose of simplifying the cal- } 


culations necessary to determine 
proper center distances for pulleys 
of various sizes. 


* * * 


Ford and Kendig Distributing 
Hewitt-Gutta Percha Line 

Ford and Kendig Company, Phila- 

delphia distributors, have recently 


been appointed exclusive Philadelphia | 


distributors for the line of mechan- 
ical rubber goods manufactured by 
the Hewitt-Gutta Percha Rubber 


Corporation. A complete stock is be- | 


ing carried at Philadelphia and Con- 
shohocken. 





Small lathe, manufactured by the Atlas 
Press Company, Kalamazoo, Michigan, 





¥ 


mounted in rear of Plymouth coupe for | 
demonstration purposes. Lathe is operated | 
simply by running a light wire to any | 


nearby socket. 








| Compare BRISTO direct turning pressure 





—with sidewall pressure of other designs 


J 








Gear-Like Action 


seats 


it TIGHTER 


without harm to the Socket 


A” the power needed for a tight set and positive hold 
can be applied to Bristo Cap Screws and Set 
Screws. The gear-like action of the Bristo Wrench in 
the unique Bristo socket guides the power around in the 
direction the screw turns. No strain is put on the sides 
of a Bristo Screw, and so it never breaks, splits or 


rounds-out. 


There are countless products and jobs on which Bristo 
Cap and Set Screws can be used to advantage. Besides 
affording greater security and eliminating expensive 
trouble, these screws wear longer, handle faster and look 
neater. Also, the distinctive socket discourages tamper- 
ing by unauthorized persons. 


Tell your customers about these improved Bristo Cap 
and Set Screws that cost no more than ordinary screws. 
They will respond to Bristo advantages. A wide range 
of sizes—several under %4 inch are available. Also Bristo 
Screws may be had with the Dardelet Self-Locking 
Thread. Write for full details and samples. 


Get information on ¢ 
Bristols Steel Belt 


Lacing, too. It 


easier to apply, and 
holds like a bull dog. 


is 





BRISTO Wrench 
and Safety Set Screw 


THE BRISTOL COMPANY, WATERBURY, CONN. 


Branch Offices: Akron, Birmingham, Boston, Chicago, Denver, 
Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, 


St. Louis, San Francisco 


TRADE MARK 


BRISTO 


Hollow Safety 


REG. U.S. PAT. OFF. 


Socket Head 


SET SCREWS CAP SCREWS 
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Now is the time to 
pep up your or- 
ganization and 
make a bid for ad- 
ditional business in 
your territory. Mr. 
Cook’s letter re- 
produced here tells 
the story. 


“The Elbow Referenee 
Purchasing Agent’’ 








Cook IRON STORE COMPANY 


Iron. STEEL AND Heavy HARDWARE 


sureame roe 
BLACKSMITHS, CONTRACTORS 


122-28 
PAINTERS GARAGES v 
. 


OF, Maun OYRESY Rocuzeren, N.Y. 


April 17, 1933 


Cuneo Catolog Service Co. 
2242 Grove Street, 
Chicago, Ill, 


Gentlemen: 


Since we received from you the supply of our 
new 1933 catalogs there has been more enthusiasm 
displayed within our organization and among our 
ealesmen than has been seen eince the Halycon days 
of 1926-1929, Also, the favorable reaction evident 
among our customers, bodes increased business these 
ensuing months, 


The many new lines cataloged in this issue 
together with the clear exposition of our older 
items, we feel, will do much to take up the slack 
that every distributor is feeling in these depression 
days. ‘The fact that this catalog contains up to the 
minute liet prices on bolts, screws and the most recent 











Twenty-Second 





extras op iron and steel will mke it the elbow reference 
of every purchasing agent locally, and keep our name 
constantly before him, 


With best wishes for your continued sucoese and 
thanking you all for the helpful cooperation in 
compiling our catalog, we are, 

Cordially yours, 
COOK IRON STORE COMPANY 


DLC : JC President 








The Cuneo Organization Offers :— 

(1) Sales producing catalogs at most reason- 
able costs. 

(2) Thousands of pages in individual units. 

(3) Artisans of many years of experience in 
merchandising and compiling mill supply 
and hardware lines. 

(4) Minimum of effort on your part. 





(5) The resources and facilities of one of the 
world’s largest printers. 


CUNEO CATALOG SERVICE Co. 


Canal : : Grove Sts. 


CHICAGO 














Stauffer General Manager Miller 
Rubber Products 

Burt F. Stauffer has been ap- 
pointed general manager of the Mil- 
ler Rubber Products Company, In- 
corporated, division of The B. F. 
Goodrich Company, it is announced 
by J. H. Connors, vice president and 
general manager of the mechanical 
division of Goodrich. Stauffer suc- 
ceeds R. T. Griffiths, assigned to 
other duties. 

Stauffer goes to his new post after 
eight years as assistant general super- 
intendent of the Goodrich mechanical 
division. He started to work at 
Goodrich 40 years ago on April 7, 
1893, when he was 14 years old, 
his first job that of wrapping bicycle 
tires. It was only a short time, how- 
ever, before he attracted the atten- 
tion of B. G. Work, then superin- 
tendent, and later president of Good- 
rich, and he became Work’s personal 
messenger boy. 

After five years of training under 
the former Goodrich president, he 
was named a foreman in the Good- 
rich factory and started his climb up 
the ladder. 

x * x : 
Cleveland File Appoints Three 
Distributors 

The Cleveland File Company, 
Cleveland, Ohio, has announced the 
appointment of two distributors for 
its line in metropolitan New York. 
The Federal Hardware Company and 
the Guarantee Specialty Company 
will carry stock and distribute both 
Super-Duty and Blue Star files. 

A similar arrangement has been 
made with Hunter and Havens, In- 
corporated, Bridgeport, Connecticut, 
to cover Fairfield County. 


*x* *« x* 


Good Year Looked For 


A communication from F. B. Tim- 
berlake, president, Biggs Pump and 
Supply Company, Lafayette, Indiana, 
contains the following statements : “In 
the last few days we have received so 
many reports of prospective new busi- 
ness that we are becoming very opti- 
mistic that for the balance of the year 
business is going to be very good. The 
most striking note, however, is the 
change in the mental state of our cus- 
tomers. Nearly everyone with whom 
we talk has the same opinion—that 
business is improving.” 
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Patterson Elected Chairman of 
Hoist Association 

At the sixteenth annual meeting of 
the Electric Hoist Manufacturers’ 
Association held in New York City 
on April 26, 1933, Donald B. Patter- 
son, vice-president, Harnischfeger 
Corporation, Milwaukee, Wisconsin, 
was elected Chairman of the associa- 
tion, succeeding William White, 
secretary, Euclid-Armington Corpor- 
ation, Euclid, Ohio. 

Frank F. Seaman, general manager 
of the Hoist & Crane Division, Rob- 
bins & Myers Sales, Incorporated, 
Springfield, Ohio, was elected vice 
chairman. 

The next meeting of the associa- 
tion is to be held in New York City 
in the middle of June. 


* * * 


Close Dallas Office of Republic 
Steel 

The Dallas, Texas, district sales 
office of the Republic Steel Corpora- 
tion has been closed and removed to 
2322 Gulf Building, Houston, N. J. 
Clarke, vice president in charge of 
sales, announced recently. 

R. E. Lanier, district sales man- 
ager, and his present sales staff will 
be in charge of the Houston office. 


* * * 


Sprout, Waldron’s New York 
Office Moved 

The New York office of Sprout, 
Waldron and Company, Incorpor- 
ated, has been moved to 223 Cow- 
perthwaite Place, Westfield, New 
Jersey. David E. Smyth is the dis- 
trict manager. 

ok ** *K 


Paine Company Appoints Sales 
Representative 

The Paine Company, Chicago, re- 

cently appointed Frank H. Kaiser, 

510 Prudential Building, Buffalo, 

New York, as its representative in 
western New York state. 


i * se 


Trimble and Lutz Distributing 
Paint 

The Trimble and Lutz Supply 
Company, Wheeling, West Virginia, 
is now distributing a line of enamels 
and paints according to a report re- 
ceived from H. J. Lutz, president of 
the company. 














about MARVEL 


HACK SAW BLADES 

HOLE SAWS 

HACK SAW MACHINES 
METAL BAND SAW MACHINES 


—Four of the real super-performance products of the 
modern industrial era 


MARVEL High Speed Edge Hack Saw Blades 





Are made up of a genuine high-speed steel cutting edge, welded 
to a tough, special alloy, heat treated, unbreakable back—an 
unbeatable combination that guarantees maximum efficiency at 
lowest cost. Users everywhere are pleased with the long last- 
ing cutting edge and the elimination of blade breakage. 


MARVEL Hole Saws 


have genuine, high speed steel 
teeth, welded to an alloy steel, 
tough, non-breakable back or body. 
Will cut round holes in all kinds of 
metal, wood, etc., at a minimum 
cost. Made in 26 sizes, % to 4% 
inch in diameter. 







MARVEL Hack Saw 
Machines 


Nos. 1 and 2, illus- 
trated herewith, are 
general work shop 
saws, with capaci- 
ties of 4" x4” and 
8” x 8” respectively. 
Widely used. Low 
priced. Belt or mo- 
tor drive. Also Nos. 
6, 6A, 9 and 9A 
BALL BEARING, 
HIGH SPEED, hack 
saw machines, belt or motor driven. Nos. 6A and 9A are production 
saws that automatically feed, measure to length and cut bars into 
duplicate pieces. Nos. 6 and 9 are similar but without the automatic 
feature. ‘apacities: Nos. 6 and 6A, 6” round or square; Nos. 9 and 9A, 
10” round or square. 


OTHER MARVEL PRODUCTS include the popular and widely used 
No. 8 metal cutting Band Saw, capacity up to 18 inches, and which cuts 
off square or on an angle right or left; splitting shears, rod cutters, 
bar cutters, punches and drill press vises. 


MARVEL preducts are handled by leading distributors in prac- 
tically every section of the country. They will be glad to give 
you complete information. If you can’t locate a MARVEL dis- 
tributor close at hand, ask your own distributor to get you 
the facts. 


ARMSTRONG-BLUM MFG. CO. 


“THE HACK SAW PEOPLE” 
353 N. FRANCISCO AVE., CHICAGO, U.S. A. 
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pega mara 
BENZINE «. GREASE! | |STEELCE! 


20% 
Hand or 1 to 309 es BZ 


Power Gallons Per 
Drives Minute 


HAT'S the PUMPING RANGE with Roper Rotary 
Gear Pumps. 


A complete line for almost every industrial and commercial duty. f, df 
Will pump any liquid which does not contain grit. prererrea ror 


Pump is built along correct hydraulic principles. Extreme simplicity of Power and Conveyor Belts 
design and operation, only two moving parts (gears), produce high mechanical 


This is the belt lacing that is coming 
and volumetric efficiency. 


up in sales, that is being adopted as 
ae R ‘ | standard equipment by some of the 
Compact design; positive operation; smooth, pulsation-less flow; ease of country’s largest plants for conveyor 
adjustment and repair; good suction; and long life—make the Roper a good belts and certain power belts. It is pre- 
ump investment ferred where buying is carefully done 
P e for it is 20% stronger. 
Roper Pumps may be purchased from your local Supply House. If your STEELGRIP is made to American 
Supplier does not have the Roper line in stock, he will gladly secure the neces- standards of American steels by Ameri- 


sary information and handle your inquiry. ean’ salietetiinn aan pot go ey 


D R * It comes in sizes for all types of belts 
—in convenient boxes, in “Handy Pack- 

GEO. S ROPE CORPORATION | ages”, or in any length. Lengths up to 
| 72 inches always in stock. Normalized 


| steel or Monel Metal. 
Branch Offices : Write for free sample, Catalog Sheet and 
Factory : R O E R Philadelphia distributors’ proposition. 
Rockford, III. Chicago Dallas || ARMSTRONG-BRAY & CO. 
ey 310 Sheldon St., CHICAGO, U.S.A. 


a 5 a 









































ORDER -DISTRIBUTORS. 
Daggett Ball Bearing Loose Pulleys Exclusive territorial rights and 


high profit margins are avail- 
able on 


AND SAVE — binges smog puto i 


| industry by its remarkable performance. 
time in daily oiling, cost of lu-| Write today for complete informa- 
bricant, cost of replacements, | tion on the outstanding quality of the 
power loss by friction, time lost | Bronco Line, and our very attractive 
when trouble appears. | proposition for distributors. 
Bronco cored and solid bars are avail- 
Remember. | able in more than 220 different sizes 
Plant Shut Downs Are Costly. | 2"d two grades of hardness. 


| They will solve your customers’ bear- 

DAGGETT BALL BEAR- “. — definitely and og 
ia ; irr i tional. 

wimecupmese | BAGGETT || Soc mnecueea 


struction, accurately machined. Daggett trans- 


mission engineers are always ready to give you BALL BEARING 


—— reer LOOSE PULLEYS SALESMEN WANTED 
rite us. 




















See Your Distributor Will help you avoid them, | BRONCO A TOUGH BEARING 
acuietie on Sour sulaiannate on Be ready for a step-up in plant activity. Mod. | METAL FOR A TOUGH JOB. _ 


Daggett Ball Bearing Loose Pulleys. ernize your tr i quip t now. | 


CHICAGO PULLEY & SHAFTING CO.) pronco esronze 


O BRONZE CORP. 
19 No. Desplaines St., CHICAGO, ILL. | 450.456 Union St, BROOKLYN, N. Y. 























